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1—Organization of an integrated and articulate construction industry 


which will provide more and better building products to consumers at 
lower real costs with fair wages and profits to all who serve in the in- 
dustry. 2—Coordination of all production, marketing, research and 
professional activities concerned with the development, sale, and delivery 
to the consumer of building products—including the functions of the 
manufacturer, wholesaler, retailer, architect, realtor, contractor, me- 
chanic, financier, association official and public servant. 3—lIdentifica- 
tion of the building products merchant as a central headquarters for the 
industry’s consumer selling activities in the local community. 4—Per- 
petuation of the American ideal of a free people as the basis of a more 
abundant and meaningful life for all. 5—Informative, educational and 
merchandising-minded journalism and service toward these ends. The 
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WASHINGTON REPORT 





Seems like the old ark’s a-moverin’. 

- American business, sure enough, has been 
active during the past year. But it’s been jit- 
tery and feverish; hazed by the fear of war, 
lack of goods or markets controlled to death 
by Federal rules; and ready to dig in under 
the bed at the first boo. Not that bad, of course, 
but agitated enough. 


But under the jitters and twitters a new state of 
mind seems to be getting fixed up. Could be 
that American business is making one of those 
wide, slow turns into the channel of steady and 
unscared operation. If so, that’s more impor- 
tant to this industry than any revolts against 
control rules. ... A few straws in the wind: 


Inventories—and that’s an average, clear across 
the board—have been getting reduced to safe 
and workable levels. Since the low point of 
incoming orders last June, manufacturers say 
their customers have steadily increased their 
buying. Except when temporarily checked by 
scarce materials, business investments in plants 
and equipment have more than held their own. 
No cutbacks when the Korean cease-fire looked 
probable. 


The stock market, always an index of national 
business temperature, touched a low in June; 
since when it’s swung quietly up the chart, 
gaining 27 points on the Dow-Jones averages 
in about two months. This seems to have been 
no bull market hysteria; rather a systematic 
buying for investment with comparatively little 
quick-profit taking. 


The business noise over the control law last sum- 
mer suggested a boiler factory in full cry. One 
national business organization reports that 
during the July Congressional debates over the 
bill its Washington office was snowed under by 
letters and telegrams. The law was enacted, 
and the President soon asked for basic amend- 
ments. 


The difference between July and September busi- 
ness attitudes is indicated by the fact that this 
same organization got no letters or telegrams 
at all about the President’s proposal; although 
the same idea was bitterly opposed less than 
two months ago. Furthermore there’s a fair 
chance that Congress will comply with the 
Presidential suggestion. 


A parallel fact is that customers are buying more 
than they did. The summer stagnation in retail 
buying was probably the afterclap of hoarding 
and other scare buying. And yet those who 
make a business of knowing say that the buying 
public expects prices to increase. 


Customers seem not much worried by the pros- 
pect. They think prices are not going to rise 
either fast or far. They think production vol- 
ume will take care of it; and they expect the 
national income to increase faster than retail 
prices. The factor that worries them most is 
the prospect for rapid wage increases. That'll 
hike prices that otherwise would remain stable. 


BuiILpDING Propucts MERCHANDISER 


However, note that nothing is now heard of 
organized buyers’ strikes. 

Americans seem convinced that something new 
and important is getting added to the national 
business pattern; also that some old formulas 
are not so useful as they once were. 


Production capacity, for example, is in the biggest 
period of expansion in the American industrial 
story; and public expenditures for years to 
come will keep it at a high level. Business 
feared, earlier in the summer, that an armis- 
tice in Korea might issue in a sharp decline 
in military procurement. But not now. 


The performance of our unfriendly friends, the 
Commies, both in the Korean conferences and 
at San Francisco, stopped that armament cut- 
back idea in its tracks. Note the sixty-odd 
billion dollar military budget for ’52. 


It’s the American way, rather well illustrated in 
the second world war, to build the war econ- 
omy on top of the civilian economy and not in 
place of it. Not that easy, of course; and there 
have been pinches; in that war we had ration- 
ing and controls; partly because we -needed 
them more or less to effect the shift over, partly 
as a precaution lest our allies need big addi- 
tional supplies. 


But the average citizen seems fairly well con- 
vinced that production is going to keep pace 
with both civilian and military needs; without 
too much danger of upsets or of drastic screw- 
ing down of arbitrary controls. 


Sales and profits, he thinks, will make out pretty 
well, even with the annoyance of controls and 
taxes. ... This isn’t saying we’ve got a rainbow 
round our shoulders. Plenty of tough stuff; 
plenty of exacting work for management and 
salesmanship to tackle. But there are fewer 
bogies at the moment and more confidence that 
managers and salesmen have a fair chance. 


The new defense housing act is expected to in- 
crease the number of this year’s smaller resi- 
dences—those costing $12,000 or less—by a 
hefty margin. Chairman Colgan, of the Lumber 
Survey Committee, says that the not very large 
monthly average of 70,000 starts a month, the 


rest of the year, would issue in a million resi- _ 


dence for 1951. 


If we reach that goal, the small house will have 
to do its stuff. Note that the “luxury homes,” 
costing $20,000 or more, whooped along like 
crazy during the summer. Builders could make 
use of unlimited controlled materials, provided 
_these materials were in place before Oct. 1. 
After that date, fewer luxury houses will be 
built. 


The new law issued in the liberalizing of Regula- 
tion X; easing down payments on lower-cost 
homes. Veterans get the best of this change; 
although non veterans have it pretty good, too. 
At the $12,000 figure, the veteran makes a down 
payment of 8 percent; the non-veteran, 20 per- 
cent. At $7,000, the veteran puts down 4 per- 
cent. 
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rs EXTRA-BIG MONEY’S WORTH” ss su 
BARRETT” ROCK WOOL INSULATION 


Extra big money’s worth in every feature! To place yourself in position to offer all these 

Extra easy to apply, for Barrett* Rock Wool ra values, write Barrett today. Your Barrett 
comes in 8-foot batts, with seamless, vapor- ePresentative will give you full information, 
barrier, ceiling-to-floor protection. Extra strong and show you the attractive sales-building and 
fastenings because of its triple-thick nailing promotion material that is available. 
flange. Extra insulating efficiency because 
BARRETT Rock Wool is made from carefully 
selected slags which are tested to assure a 
cleaner, lighter, more resilient wool. 


THE BARRETT DIVISION 


ALLIED CHEMICAL & DYE CORPORATION 
40 Rector Street, New York 6, N. Y. 


But no extras on the price—for Barrett Rock rte apes ipalnsaacde anise. adnieod 
1327 Erie Street, Birmingham 8, Alabama 


Wool is priced right for the average home owner. «neg. u.s-rat of. 36th St. & Gray's Ferry Ave., Philadelphia 46, Pa. 
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NEWS BRIEFS 


Relaxation of credit restrictions is the big news in the light 
construction industry right now. But it is doubtful many large 
scale projects will get under way at once. Dealers are in the 
pest position to step in and get jobs fast on an individual basis. 


s* * # 


The Housing and Home Finance Agency and the Federal 
Reserve have put out a joint release, explaining the revision of 
Regulation X in detail. This release, we understand, together 
with a schedule of credit terms, can be had upon application to 
HHFA, Washington, D. C. 


ss. * * 


NPA Questions & Answers about construction under the 
Controlled Materials Plan: You may know all these facts; since 
they’ve been pretty thoroughly circulated. But if you want the 
information in compact form you can get it by asking for “Q and 
A on Construction under CMP.” Apply to National Production 
Authority, Office of Public Information, Washington 25, D. C., or 
to any Department of Commerce field office. 


The policy turnabout in regard to relaxing credits on less 
expensive houses rests upon several factors. In the first place 
these smaller houses are definitely needed by the public. In the 
second place it seems possible to make a saving in controlled 
materials in these smaller units by careful redesigning; such as 
bringing plumbing into a central area. 


* * a 


This redesigning doesn’t work so well in city suburbs where 
standards of home appliance equipment are pretty high. Elec- 
trical equipment—ironers, dishwashers and the like—call for a 
lot of heavy copper cable. But many builders find they can bring 
their small-unit houses under the rules. 


zs. * * 


Congress, believe it or not, seems to be getting annoyed by 
some of Uncle’s rambunctious control agencies. This is part, 
though not all, of the reason for the twitch and drench bottle 
method used in liberalizing housing credits. 


zs:  # 


A lot of lawmakers got tired of what Miles L. Colean, dis- 
tinguished housing economist, calls “the substitution of official 
judgment for the judgment of the market as to what may be built, 
how it may be built, and how it may be financed.” So Congress let 
go with the old bean ball. 


* 


_ The NRLDA calls attention to an item, sometimes overlooked, 
in regard to the use of structural steel in a single-family dwelling. 
A builder can’t get this steel for such a purpose, under the self- 
authorization formula. But if he has the steel in his own inventory 
before October 1st he may use it in building the proposed house; 
even though he has not started construction before that date. 


& & * 


A builder can’t use this inventory steel in building an apart- 
ment house or an amusement facility. And if he uses it to build 
a house, he can’t buy additional stock to replace it in his inventory. 
After October 1st, structural steel can be gotten only on an allot- 
ment issued in connection with authorized construction schedules 
applied for on Form CMP.-4C. 


* cd & 

“If a builder has ordered his controlled materials,” says the 
NPA, “and the distributor has them earmarked for him so that 
no other person may receive them, the materials are, in the light 
of this interpretation, technically ‘in the possession’ of the builder.” 


BuitpInc Propucts MERCHANDISER 





Giant Stump 


“Giant Cypress Stump” near 
Vero Beach, Florida, is esti- 
mated to be at least 3,500 years 
old. Even today it shows no 
signs of decay. The stump’s 
diameter is 13 feet and the cir- 
cumference is 38 feet. The 
weight is estimated at 12 tons. 


NHHM Association Meets 


The autumn meeting of the 
Northern Hemlock and Hard- 
wood Manufacturers Associa- 
tion, producers of lumber, ve- 
neers, plywood, hardwood floor- 
ing and allied products in the 
Upper Peninsula of Michigan 
and Wisconsin held on Septem- 
ber 14th and 15th at King’s 
Gateway Hotel, Land o’Lakes, 
Wisconsin, has assumed some- 
thing of a National aspect with 
the attendance of Harry T. 
Kendall, Chairman of the 
Board, Weyerhaeuser Sales 
Company, Saint Paul; Cory- 
don Wagner, President, Saint 
Paul and Tacoma Lumber Com- 
pany, Tacoma, Washington 
(also President, National Lum- 
ber Manufacturers Association, 
Washington, D. C.); C. D. Dos- 


‘ ker, President, Gamble Broth- 


ers, Louisville, Kentucky; E. C. 
Olson, Spokane, Washington, 
and Jack Veach, President, 
Hardwood Corporation of 
America, Asheville, North Car- 
olina. Other distinguished 
guests included railway officials 
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and local business leaders. In- 
dustry affairs on the National 
level supplemented the custo- 
mary discussions of regional 
conditions. Regulations incident 
to the defense program were 
explained by Harold E. Holman 
of the National Production Ad- 
ministration, Washington, D. C. 

Commenting on the large 
registration, A. E. Swanke, As- 
sociation President, Tigerton, 
Wisconsin, said this was one of 
the largest meetings in recent 
years. 


Cost Rise Predicted 


Home building costs will rise 
at least 5 percent next year 
according to Frank W. Cort- 
right, of Washington, D. C., 
Executive Vice President of the 
National Association of Home 
Builders. 

Besides predicting the rise in 
building costs, he made these 
observations: 

Metal building materials, 
now in good supply in most 
cities, will be in short supply 
by next spring. 

Veterans won’t be getting 
housing under the GI Bill in 
volume unless investors channel 
more funds into the GI 4 per- 
cent mortgage market. 

He said relaxation of credit 
controls as contained in the 
new Defense Housing Bill 
would be a great help towards 
meeting the GI market de- 
mands. 

The: home building industry 
will put up at least 850,000 
houses this year but probably 
won’t be able to repeat this 
performance next year because 
of credit controls and building 
materials problems. 

The building executive pointed 
out that building costs increases 
will be in steel, coal, transpor- 
tation, taxes and labor. 

Building trades workers have 
been demanding, and probably 
will continue to receive in- 
creases in pay as the inflation- 
ary spiral continues, he noted. 

“The public seems to believe 
costs will go down,” he said, 
“but I see nothing but higher 
costs next year. Now is the 
time to buy a house. Under gov- 
ernment controls, builders will 
have to use fewer metal items 
in their houses. The houses now 
under construction are well 
built, well designed and rea- 
sonably priced. I think that 
when the people wake up to the 





facts concerning mounting costs 
and the possible shortage of 
materials, they will grab the 
houses now on the market.” 


Next Year's Convention 
Dates 


BMEA has announced the 
following list of convention lo- 
cations and dates for 1952. Al. 
though there are possibilities 
of changes, most dates are defj- 
nite. Corrections will be made 
in these columns as they may 
occur. 


January 14, 15, 16—Kentucky Retail 
Lumber Dealers Assn., Brown Hotel, 
Louisville, Ky. 


January 15, 16, 17 — Northwestern 
Lumbermen’s Assn., Minneapolis, Au- 
ditorium, Minneapolis. 


January 23, 24, 25 — Southwestern 
Lumbermen’s Assn., Municipal Audi- 
torium, Kansas City, Mo. 


January 20, week of — Ohio Retail 
Lumbermen’s Assn., Cleveland Audi- 
torium, Cleveland, Ohio. 


January 21, 22, 23—Western Retail 
Lumbermen’s Assn., Olympic Hotel, 
Seattle, Wash. 


January 28, 29, 30—Northeastern Re- 
tail Lumbermen’s Assn., Hotel Stat- 
ler, New York City. 


January 29, 30, 31—Wisconsin Retail 
Lumbermen’s Assn., Municipal Audi- 
torium, Milwaukee, Wis. 


February 5, 6, 7—Michigan Retail 
Lumber Dealers’ Assn., Civic Audi- 
torium, Grand Rapids, Mich. 


February 6, 7, 8— Middle Atlantic 
Lumbermen’s Assn., Chalfonte-Had- 
don Hall, Atlantic City, N. J. 


February 6, 7, 
Lumber Dealer’s Assn., 
Hotel, Denver, Colo. 


February 6, 7—Lumber Dealers Asso- 
ciation of Western Pennsylvania, Wm. 
Penn Hotel, Pittsburgh, Pa. 


February 12, 13, 14—TIIlinois Lumber 
& Material Dealers Assn., Sherman 
Hotel, Chicago, Il. 


February 13, 14, 15—Virginia Build- 
ing Material Assn., Richmond or Roa- 
noke. 


February 17, 18—Mississippi Retail 
Lumber Dealers’ Assn., Buena Vista 
Hotel, Biloxi, Miss. 


8 — Mountain States 
Shirley-Savoy 


February 24, week of—Intermountain 
Lumber Dealers’ Assn., indefinite. 


February 26, 27, 28—Indiana Lumber 
& Builders’ Supply Assn., Murat 
Femple, Indianapolis, Ind. 
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MENGEL 
MAHOGANY 
Flush DOORS 











The Mengel Company is now able to offer you 
African Mahogany Flush Doors at prices actually 
less than you pay for many domestic woods! 


Operating its own large logging concession and 
mill in the best Mahogany section of Africa, 
Mengel imports this King of Woods in tremen- 
dous volume. The savings of these large scale 
operations are passed on to you. 


What’s more, when you choose Mengel Ma- 
hogany Flush Doors, you’re assured of finest 
construction, guaranteed by the world’s largest 
manufacturer of hardwood products. Mengel 
Mahogany Flush Doors have been tested and 
proved in thousands of installations. Better 
doors cannot be bought! 


BuILpING Propucts MERCHANDISER 





Let us tell you about the extra quality, the extra 
luxury, the extra value of Mengel Flush Doors 
in genuine Mahogany! Mail the coupon for 
complete information. 

The Mengel Company . . . America’s largest manufacturers 
of hardwood products @ growers and processors of timber 
@ manufacturers of fine furniture @ veneers ® plywood @ 


flush doors © corrugated containers @ kitchen cabinets 
and wall closets 


THE MENGEL COMPANY 
Plywood Division, Louisville 1, Ky. 


Solid Core. 


Gentlemen: Please send me full information on Mengel 
Mahogany Flush Doors—both Hollow Core and Stabilized 
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Solve Your 


HARD BOARD 
PROBLEM 


Wow! 


with 
FINNISH 
LION BOARD 





READY FOR 
IMMEDIATE 
DELIVERY! 


= Finnish hardboard 
is available for delivery NOW. 


Finnish Lion Board, manufactured 
of quality fibres of spruce and pine, 
is lighter in color than domestic 
hardboard and is specially proc- 
essed to resist moisture, warping 
and curling. It's grainless... strong 
... durable .. . flexible. /g" thick- 
ness in sizes 4° x 6' to 4' x 12’. 


Phone, wire or write us TODAY! 


Distributorships still 
available 
Phone Soattio--Zirees 1880 


Teletype—SE 
Cable Address—FINNDOOR 


(Also exclusive U.S. distributors of 
Kennedy ‘Famous Finnish Flush 
Doors.) 


J. G. KENNEDY 


LUMBER CO. 


HENRY BLDG., SEATTLE 1, WASH. 












February 27, 28, 29—Nebraska Lum- 
ber Merchants Assn., City Auditorium, 
Omaha. 


March 11, 12—North Dakota Retail 
Lumbermen’s Assn., Fargo or Bis- 
marck, N. D. 


March 12, 13, 14—Iowa Retail Lum- 
bermen’s Assn., Iowa Exhibit Bldg., 
Des Moines. 


Between March 15 and April 15— 
Montana Retail Lumbermen’s Assn. 


March 18, 19, 20—Carolina Lumber & 
Building Supply Assn. 


March 19, 20—Louisiana Building Ma- 
terial Dealers’ Assn., Jung Hotel, 
New Orleans. 


March 25, 26, 27—Tennessee Building 
Materials Assn., Nashville. 


March 27, 28—Independent Retail 
Lumber Dealers’ Assn., Hotel Radis- 
son, Minneapolis, Minn. 


April 13, week of—Florida Lumber & 
Millwork Assn., indefinite. 


April 15, 16, 17—Southern California 
Retail Lumbermen’s Assn., Ambassa- 
dor Hotel, Los Angeles, Calif. 


April, first week of—Mississippi Re- 
tail Lumber Dealers’ Assn., indefinite. 
April 20, week of—Texas Line Yard 
Retail Lumber Dealers’ Assn., indefi- 
nite. (Possibly Galveston.) 


April 23, 24, 25—Lumber Merchants’ 
Assn. of Northern California, San 
Francisco, Calif. 


In the Market Centers 


KANSAS CITY —A strong 
demand on the part of retailers 
to rebuild their depleted inven- 
tories, a step-up in the defense 
program which called for in- 
creasing supplies of lumber 
and prospects of more govern- 
ment auction buying lent 
strength to the Southwestern 
lumber market in the last few 
weeks. Prices generally were 
boosted $2 to $3 a thousand 
board feet. 

Factories were turning out 
more defense goods and re- 
quirements of common lumber 
for crating purposes stepped 
up sharply. The notable re- 
quest from mills was for mixed 
cars. One large operator here 
pointed out that on one order 
for 44,000 feet, there were re- 
quests for eleven specific items 
averaging 4,000 feet each. This, 
it was said, reflected the policy 
of fill-ins. 

Purchases of No. 1 and No. 2 
boards in 6 and 8-inch widths 
were so general that a short- 
age developed for such items. 
The 6-inch lumber was quoted 
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at $82 at the mill and the 8-ineh 
stock at $85 to $89. 

Mills in some parts of the 
district have resumed building 
up inventories, something they 
have not done since last spring. 
This was noted in boards and 
also in the key dimension stock 
with 2 by 4s and 2 by 6s advane. 
ing $1.50 in the last week. On 
the whole dimension is up $2 
to $3 a thousand since early 
August. 

Diversion of business from 
‘the West Coast to the South- 
west on account of the recent 
fires was reported to have been 
negligible. 

The Federal Reserve bank of 
Kansas City reports that 173 
line yards in the district did 35 
percent less business in July 
than in the like 1950 period, 
and that sales for the first seven 
months of this year lagged by 
18 percent. For the wholesale 
division, the bank said that 
sales in July dropped 28 per- 
cent under a year ago. 

A report on inventories found 
the retail yards had 7 percent 
more stock on hand on July 31 
than a year earlier, while the 
wholesalers increased their in- 
ventories by 28 percent. 

TACOMA —Rain this week 
ended a three-month extra haz- 
ardous dry spell that had se- 
verely handicapped logging op- 
eration throughout western 
Washington. Camps once more 
are functioning on a near nor- 
mal basis. With orders and de- 
mand continuing to maintain 
their high volume the prospect 
in general looks good for the 
entire industry. H. V. Simpson 
of Portland, Ore., executive 
vice president of the West Coast 
-Lumbermen’s Association, told 
Tacoma and: Seattle lumber- 
men here yesterday that Doug- 
las fir now is being shipped 
into every one of the 48 states 
and is competing favorably 
with southern pine in the south. 
He said production in the north- 
ern California - Oregon - Wash- 
ington area is running ahead 
of 1950’s record ten and a half 
billion feet. He said that con- 
trols so far have been no par- 
ticular problem to lumbermen 
since lumber still is well under 
the ceiling price. He reported 
that membership in the associa- 
tion has now reached a total of 
275 mills. The heavy demand 
for state owned timber con- 
tinues, August sales, including 
more than $100,000,000 board 


22, 1951, AMERICAN LUMBERMAN & 














3-inch 


f the 
Iding 
they 
ring, 
3 and 
stock, 
vanec- 
On 
ip $2 
early 


from 
outh- 
ecent 











For profitable, easy-to-get business... 


__—s the od C. 


This stainless steel frame makes stocking and handling 





this fast-selling insulating unit easier and safer. 


opay, there is a big and ever-growing de- 

l mand for large window areas and for 

“picture windows.” Unquestionably, Twindow, 

Pittsburgh’s window with built-in insulation, 

“has the edge” — literally and figuratively — in 

helping you get your share of this business in 
your sales territory. 


With Twindow, you can offer customers a 
unit that will give them all the advantages of 
large windows, without the usual disadvantages 
of large glazed areas. For instance, T window 
does not sacrifice heating and air-conditioning 
economy. In fact, it saves fuel by keeping 
warm air in and cold air out. It is possible to sit 
near a Twindow picture window and feel no 
cold spots or downdrafts, which cannot be 
avoided in certain regions with ordinary, single- 
glazed installations. 


The stainless steel channel which frames 
Pittsburgh’s Twindow units is an exclusive fea- 
ture. It’s of considerable importance to every 
dealer, because it makes handling and storing 
easier, quicker and safer. And, of course, it pro- 
tects the seal and glass edges. 


Why not plan to get your share of this grow- 
ing Twindow business? The first thing to do is 
to have sufficient stock of the sizes most popular 
in your territory. (We have forty-seven stand- 
ard Twindow sizes for your selection.) Many 
leading glass jobbers, as well as your nearest 
Pittsburgh Plate Glass Company branch, or 
W. P. Fuller & Company branches on the west 
coast, can supply your needs for Twindow. Fill 
in and return the coupon for more information. 


{ Pittsburgh Plate Glass Company 


7 
| 2223-1 Grant Building, Pittsburgh 19, Pa. | 
| Without obligation on my part, please send me descrip- | 
| tive literature and installation details on TWINDOW. | 

| 
| 
| 
! 
a 


| | Pe ne ee ree <a ee Ee pee 


the} w indow with buillc “YW insulation PIII 55. 0 tin A ee a a ak es 


G PAINTS - GLASS - CHEMICALS - BRUSHES - PLASTICS 


PaevT?TSsSsBpURS H PLATS GLASS COMPANY 
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the answer to the 
basement window 
problem... 





INSULUX 


GLASS BLOCK 


WHEN cusToMERS complain that cellar 
windows are continuously being broken, 
frames rotted, wind and rain driven in— 
recommend replacement with Insulux 
Glass Block! 

Make the comparison! Figure it out 
for yourself! Compare the cost of sash, 
screen, storm window and maintenance 
against that of a lifetime panel of main- 
tenance-free Insulux Glass Block. 

A panel of Insulux Glass Block can’t 
rust or rot; never needs painting. Glass 
block is extremely hard to break .. . 
makes a sound, weather-tight, insulating 
panel. And glass block lets in all the 
light, yet blocks out sight. 

Supplies of glass block and all of the 
accessories needed are non-critical and 
immediately available in quantity. Instal- 
lation is simple and quick . . . requires 
only ordinary mason’s tools. 

Want more information about this 
use of Insulux Glass Block? Just write: 
Daylight .Engineering Laboratory, 
Dept. A.L. 9, Box 1035, Toledo 1, 
Ohio. Insulux Division, American 
Structural Products Company, Subsid- 
iary of Owens-Illinois Glass Company. 


INSULUX 


"WALLS OF 
DAYLIGHT" 


—by the pioneers of 
Daylight Engineering 





? 





feet of timber, bringing a total 
of $2,381,439, according to the 
state land commissioner. This, 
he said, was $228,256 above the 
appraised value. Some sample 
purchases included Weyerhaeu- 
ser Timber Co., Tacoma, three 
tracts near Castle Rock for 
$823,000, including 40,000,000 
board feet of timber, mostly 
Douglas fir, yellow fir and hem- 
lock; Polson Logging Co., Ho- 
quiam, for $90,251, a tract near 
Hoquiam, including 7,;600,000 
board feet of cedar and hem- 
lock; Long Bell Lumber Co., 
Longview, four tracts near Un- 
derwood for $290,000, contain- 
ing 7,000,000 board feet, mostly 
yellow fir. 

SEATTLE—General building 
activity is keeping well ahead 
of last year’s figures in this 
area. Single residence construc- 
tion shows a sharp falling off 
and the same decline, is shown 
in totals for home construction. 

Several heavy showers have 
reduced the fire danger some 
but the situation can still turn 
critical unless more rain falls. 
Most logging closures are now 
for short duration and in spe- 
cific areas. 

There is little change to be 
found in the market picture. 
There is no discernible trend. 
There appears to be two mar- 
kets, one in which the buyer 
seeks lumber; the other in 
which the mill has certain lum- 
ber to sell. The buyer finds 
some trouble placing his order 
even though the market setup 
is weak. On the other hand 
mills with lumber unsold will 
dicker over price. Both buyer 
and seller are cautious and are 
casting a speculative eye on 
the immediate future. One in- 
formant of proved judgment 
sees a further decline in lum- 
ber the next thirty days. 

Specified lengths of fir and 
hemlock are firm. Green fir 
boards are weak. The better 
grades of common show a little 
strength. 

Pine demand is weak though 
more white pine is available. 
Engelmann spruce is weak. 
Shingles continue weak with 
production about fifty percent. 

Fir and hemlock prices are 
virtually unchanged and the 
same applies to spruce. A great 
variation can be found in pine 
prices. Cedar siding continues 
weak, but it is not reflected in 
prices. 

Much buying is on the last 
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minute basis which 


E accounts 
for considerable activity jp 
transits. 


Lumber—National 


Lumber shipments of 463 
mills reporting to the Nationa] 
Lumber Trade Barometer were 
3.5 percent above production 
for the week ending September 
1, 1951. In the same week new 
orders of these mills were 05 
percent above production. Un- 
filled orders of the reporting 
mills amounted to 47 percent 
of stocks. For the reporting 
softwood mills, unfilled orders 
were equivalent to 25 days’ pro- 
duction at the current rate, and 
gross stocks were equivalent 
to 49 days’ production. 

For the year-to-date, ship- 
ments of reporting identical 
mills were 0.2 percent above 
production; orders were 2.5 
percent below production. 

Compared to the average 
corresponding week of 1935- 
1939, production of reporting 
mills was 40.6 percent above; 
shipments were 44.9 percent 
above; orders were 47.6 percent 
above. Compared to the corre- 
sponding week in 1950, produc- 
tion of reporting mills was 14.0 
percent below; shipments were 
12.4 percent below; and new 
orders were 2.2 percent above. 


Western Pine 


The 87 mills reporting to the 
Western Pine Association for 
the week ending September 1, 
1951, cut a total of 64,815,000 
feet for period as compared 
to 69,794,000 feet for the same 
period in 1950. Shipments for 
the week ran to 57,642,000 feet. 
A year ago shipments totaled 
69,080,000 feet. Orders received 
during the week amounted to 
55,743,000 feet as compared 
to orders totaling 62,332,000 for 
the similar period last year. 
Total stocks on hand at the 
week’s end amounted to 164,- 
714,000 feet, while unfilled or- 
ders added up to 42,229,000 
feet. 


Southern Pine 


Southern Pine produced by 
the 107 mills reporting to the 
Southern Pine Association for 
the week ending September 1, 
1951, amounted to a total of 
15,120,000 feet. This was 10.91 
percent below the three year 
average. Orders during the 
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DECORATIVE PLASTIC WALLBOARD 


A Quality Product of Unsurpassed 
Beauty and Durability for Walls 
and Counter Tops 


MELAMINE Resin permanently protects the 
beauty of Arborite’s colors and patterns . . . helps 
make Arborite ideal for walls and ceilings in 
bathrooms and kitchens, for kitchen counters, 
for walls, ceilings, and counter areas everywhere. 
Arborite’s many advantages put it in a class 
by itself for usefulness, durability, and continu- 
ing value. 


* Available in 30 different colors 
and patterns. 


*% Is not affected by moisture, 
grease, oil, alcohol, mild acids 
and alkalies, is cigarette-proof. 


* Comes in builder-size panels 
4’x 8’ and 2’ 6” x 8’—fits all 
standard Y%-inch mouldings. 


* Doesn’t chip or crack, never 
needs patching or painting, 
doesn’t stain or discolor. 


* Easily installed on the job, saves 
time, money, and trouble. 













construction and modernization 
work in homes, commercial build- 
ings and in public and 
private institutions. 















= WHOLESALERS: 
$ * Attractive territories still open. 
Write or wire for full particulars. 


J. A. DAVIES & COMPANY 


314 Straight Avenue, S. W., Grand Rapids 3, Michigan 


Sales Representative of 
THE ARBORITE COMPANY LIMITED, MONTREAL, CANADA 
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Beauty of design 
Smooth operation 
Fast installation 


Finest construction 


@ Absolutely Weather Tight 
@ Sash completely Pre-fitted 


@ Toxic Treated if Desired 


@ Completely Weather Stripped 





On merit, Dixon Weather-Lok is the best 
window unit for you to sell. Don't be sat- 
isfied with less than Dixon Weather-Lok 
gives you. Contact your local jobber or 


write us for name of jobber near you. 


Western Pine Mfg. Co.,Ltd. 


P. O. Box 2207, Spokane, Washington 


JOHN H. MEARS, INC. ELLIS GLAZING CO. 


Baltimore 30, Maryland 


EXCHANGE LUMBER & MFG. CO. 
Spokane, Washington 


Henryetta, Oklahoma 
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week amounted to 17,108,000 . 


feet. This figure was 13.15 per- 
cent above production and 0.80 
percent above the three year 
average. Shipments for the 
period ran to 15,676,000 feet, 


which was 3.68 percent above 
the three year average but 7.64 
percent below the three year 
average. Orders on hand in- 
creased by 3.51 percent during 
the week. 


The Lumber Market at Presstime 


The following index is intended merely as a check on bu oe 4 practices. It is 


a compilation and average of mill prices at press time .an 
as current on the day the magazine is received. The prices should be 
useful in » telewien market trends and as a check on 
mately ten days before receipt of the magazine—the 


sidere 


DOUGLAS FIR 
Vertical Grain Flooring 
B&Btr. Cc D 
3 reo 155.00 145.00 105.00 

Flat Grain Flooring 
ere ee rer 140.00 130.00 98.00 
BE wssaccccuaes 160.00 155.00 105.00 

Drop Siding 
1x6 (Pat. #106).150.00 140.00 110.00 
1x6 (Pat. #116).150.00 145.00 110.00 

Ceiling 
rr 110 105.00 65.00 

ae 115- 126 110-120 95.00 

Boards and Shiplap and 2” 

(green) 1x6 1x8 1x10 1x12 
SS oe 76.00 74.00 76.00 
No. 2 ....69.00 68.00 67.00 70.00 
No. 3 ....57.00 60.00 57.00 60.00 


No. 1 Dimension 
12’ 14’ 16’ 18’ 20’ 


2x 4 78.00 78.00 79.00 78.00 78.00 
2x 6 77.00 77.00 78.00 80.00 80.00 
2x 8 77.00 77.00 77.00 76.00 76.00 
2x10 77.00 77.00 77.00 77.00 77.00 
2x12 77.00 77.00 77.00 77.00 177.00 
No. 2 Dimension 
2x 4 70.00 70.00 73.00 70.50 70.50 
2x 6 69.00 68.50 69.00 73.00 73.00 
2x 8 69.00 69.50 69.50 68.50 68.50 
2x10 68.50 68.50 68.50 68.50 68.50 
2x12 67.00 67.00 67.00 67.00 67.00 
No. 3 Dimension R/L Only 
ge Ge ee ee ae ee 45.00 
ee Sioa de ee we oe ee ee eerie 44.00 
Fe a ee ee 40.00 
sc Wala neous ews ee seh we a dieters 40.00 
BRIE oop ctw aren ack we de ae A wi altaceneca a 40.00 


(Add 10-12 for dry lumber using dry 
weights) 





WESTERN PINES 


Ponderosa Pine 


Selects 

S2 or 4S 4/4 RW 5/4RW 8/4 RW 

oo: 2 Pe 250.00 265.00 260.00 

Shop, 82s No. 1 No. 2 

_, SSPE ree re 150.00 135.00 

6/4 ee a er eee ras 145.00 125.00 

Commons 2&Btr. No.3 No. 4 

S2 or 48 RW 106 RW 75 RW 62 
tt? are 108.00 75.00 63.00 
BERS BOE ce aaece 110.00 75.00 63.00 

Idaho White Pine 

Selects 

S2 or 48 1x4 1x6 1x8 5/64 
C&Btr. RL.250.00 265.00 270.00 265.00 


Ieee ones 205.00 225.00 230.00 235.00 
Commons, S82 or 48S No. 1 No. 2 No. 3 
Be wpertoucees 147.00 135.00 110.00 
SSE Mes 400448055 147.00 135.00 110.00 
Sugar Pine 
Selects 
S2 or 48 4/4 RW ne Lee 6/4 RW 
or RL ...300.00 00 305.00 
| SES 275.00 385, 00 398, 00 
D | Se eee 255.00 255.00 260.00 
Shop, S28 No. 1 No. 2 No. 3 
. 2a 165.00 125.00 85.00 
|, ere ae 165.00 165.00 85.00 
Ee... slimuaddrene 165.00 165.00 85.00 


hould not be con- 


urchases made approxi- 
ditors. 


SOUTHERN PINE 


Vertical Grain Flooring 
B& 


B Cc D 
TEE cccccccccces 210.00 200.00 180.00 
175.00 
210.00 


135.00 
1x6 Cebeenenesa® 220.00 170.00 
Drop Siding 
1x6 (Pat. #106) .195.00 
1x6 (Pat. #116).195.00 


Boards and Shiplap 
1x6 1x8 1x10 
No. 1 ...135.00 135.00 140.00 165.00 
No. 2... 83.00 88.00 88.00 93.00 
No. 3 ... 73.00 80.00 80.00 86.00 
No. 1 Dimension 
r 14’ 16’ 18’ 20’ 


185.00 
185.00 


155.00 
155.00 


1x12 


2x 4 93.00 94.00 96.00 106.00 106.00 
2x 6 89.00 89.00 90.00 100.00 100.00 
2x 8 92.00 92.00 94.00 100.00 102.00 


2x10 102.00 193.00 103.00 111.00 114.00 
2x12 108.00 108.00 108.00 119.00 124.00 
No. 2 Dimension 





2x 4 86.00 87.00 89.00 99.00 99.00 
2x 6 82.00 83.00 84.00 93.00 95.00 
2x 8 82.00 83.00 84.00 93.00 95.00 
2x10 86.00 87.00 87.00 93.00 95.00 
2x12 86.00 87.00 87.00 93.00 103.50 
No. 3 Dimension R/L Only 

ee ME acee. wees ‘ 
2x 6 68.00 ‘ 
2x 8 67.00 ; 

2x10 67.00 

2x12 61.00 

REDWOOD 
Finish 

x3 BAB. BiGing ...cccccccce 193000 
Agu. eiding coccccccccce 166.00 
DEE cceccescescs BE 
ix ; BEBE. ccccccccccccce SIO00 
1x 6 R) AEB. wcccccccccccce 380.00 
1x 8 R BER. cccccvcccceeece Se 
EEIG Bd) BED. ccccccccvccces Saee 
IRIS Tasks Meee cccccesccecces Bee 


Prices for red cedar siding in mixed 
cars, new bundling, 6 to 18’ are: 
Beveled Siding, % Inch 

Clear “A” 
x4 inch ...... 95.00 83.00 
x5 inch ......120.00 118.00 

%x6 inch ......155.00 143.00 

%x8 inch ......185.00 173.00 
Clear Bungalow Siding, LA By 

SEMEN cocceccseiee 19800 

10 inch ........230.00 218.00 

sk -230.00 228.00 
Finish, B and Btr. S28 or 4S, 
6-16’ or Rough 

1x 8 syeeverecesecs + seeeanmnmn mm 


“BRB” 
76.00 
88.00 

120.00 
130.00 


6w6eeeeneeas eteeeee 85. 
Ceiling or Flooring, 
B and Btr., 9-10’ 





B&Btr. Cc Poe 
BED cctcvcvcccsceeee 97.00 85.0 
BMG. cccveccoeeceneeee 97.00 85.0 
RED CEDAR SHINGLES 
Royals 
ree re oe 13.50 
EE o's vised ee eas are 9.00 
EE Sas 5 ciples» ov ew See 6.25 
Perfections 
ae fk 9.25 
ee ee eee 6.00 
i = ia lasenia area aan 4.00 
Oe are 8.60 
toe, ft A eee ee 5.70- 6.00 
ge ee 4.00- 4.50 





ENGELMANN SPRUCE 


Boards and sc 


(dry) x6 1x8 1x10 
No. 2&Btr 104.00 107.00 108.00 
No. 8&Btr.. 85.00 87.00 88.00 


No. 1 Dimension 
12’ 14’ 16’ 18’ 
4° 79.50 79.50 


2x 79.50 84.50 
2x 6 77.00 77.00 77.00 80.00 
2x 8 177.00 77.00 77.00 81.00 
2x10 77.00 77.00 77.00 81.00 
2x12 79.00 79.00 79.00 84.00 
No. 2 Dimension 
2x 4 72.00 72.00 72.00 72.00 
2x 6 72.00 72.00 72.00 72.00 
2x 8 72.00 72.00 72.00 72.00 
2x10 72.00 72.00 72.00 . 72.00 
2x12 68.00 68.00 00 68.00 


68. 
(Boards graded No. 1, 2, 


do not grade out No. 
arately as in fir.) 


3, at flat 
price; no price for straight ‘No: 2. Mills 


3 dimension sep- 





WESTERN HEMLOCK 


Vertical Grain ree 





&Btr Cc D 
ee er BTL 140.00 100.00 
Fiat Grain on, 
ee nenisaeeee 35.00 125.00 93.0 
ix ee 156.00 150.00 100.00 
Drop Siding 
1x6 (Pat. #106).145.00 135.00 105.00 
1x6 (Pat. #116).145.00 140.00 105.00 
Ceiling 
5/8x4 ere. 105.00 100.00 60.00 
ae 110-120 105-115 90.00 
Boards and Shiplap and 2” (Dry) 
1x6 1x8 1x10 1x12 
No. 1 ....80.00 82.00 82.00 82.00 
NO. 2 ..cct tee 77.00 77.00 77.00 
IO. S occ cee 64.00 64.00 64.00 
No. 1 Dimension 
12’ 14’ 16’ 18’ 20’ 
2x 4 75.00 75.00 80.00 80.00 80.00 
2x 6 75.00 75.00 75.00 80.00 80.00 
2x 8 177.00 75.00 75.00 75.00 80.00 
2x10 75.00 77.00 75.00 75.00 80.00 
2x12 75.00 75.00 75.00 75.00 80.00 
No. 2 Dimension 
2x 4 72.00 72.00 74.00 73.00 73.00 
2x 6 71.00 71.00 72.00 73.00 73.00 
2x 8 68.00 68.00 69.00 69.00 69.00 
2x10 68.00 68.00 68.00 68.00 68.00 
2x12 66.00 66.00 66.00 66.00 66.00 
No. 3 I semanas R/L Only 
TINT x: lava: glatela! a roru a 'adavele a:</ateia-ai ule aes 59.00 
2x 6 Si alavGisiecay relat ore aha wise eu ee eee 58.00 
RIE. n'a Gee earee wiawgrs.bie-4e'e eee 57.00 
BE ack bigdie saree bwle-aiaes taken eaten 56.00 
NE dee ceebrcebe vector nmueesieen 56.00 
OAK FLOORING 
Clear Pin 8x2% #%x1% %%x2 %x1l% 
White ..220.00 190.00 170.00 170.00 
Red ....220.00 190.00 170.00 170.00 
Sel Plain 
White ..190.00 170.00 150.00 132.50 
Red ....190.00 170.00 150.00 132.50 
#1 Common 
White . Bs 00 140.00 75.00 60.00 
Red 170.00 140.00 75.00 60.00 
#2 Mix ed 15” Shorts 
#2 Mixed .100.00 75.00 60.00 50.00 
#1 Com. & 
Btr. ....135.00 105.00 70.00 66.00 
#2 Com. ..100.00 80.00 60.00 55.00 





WESTERN RED CEDAR 


Prices for red cedar siding in mixed 


cars, new bundling, 6’ to 18’ are: 


Beveled Siding, % Inch 


Clear “—_- “Ee 
%x4 inch ...... 80.00 77.00 55.00 
TeEG IGM ... 0% 85.00 83.00 60.00 
a6 inch ...... 105.00 103.00 80.00 
Tee ICR ..«.-< 130.00 128.00 95.00 
Clear Bungalow Siding, % Inch 
SS .00 58.00 120.00 
 - — are 180.00 178.00 135.00 
\ ). eer 195.00 193.00 155.00 
Finish, B — ae S2 or 4S, 
’-16’ or rou 
: 4 es vs Ped ouecesncne Does 240.00 
er eee eee 
NIE... s.4:seins oS eevee ea bala ones 250.00 
Ceiling or flooring, B and Btr. 9-16’ 
B&Btr. C D 
SEE winess cence 105.00 100.00 90.00 
ESS ee ere ee 120.00 115.00 95.00 
Discount on mouldings, 6-20’ odd 
lengths. 
Series 8, 


000— ‘ 
Listing under 4.00—list plus 35 per 


cent. 
Listing 4.00 and over—list plus 35 


per cent. 


Clear Lattice, 6-16”, 5-16’ 
100 Lin. Ft. 
po Pee ee een wee Seer eee ee 
NE | aha sie. v.b'c oc aad warden ane Sere 
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26 Ways to Build Morale and Teamwork 


—or how to get people cheerfully and enthusiastically to do for you what you want 


them to in the way that you want it done. 


THE ABCs OF BETTER MANAGEMENT- 
WORKER RELATIONS 


A is for ATTITUDES—Workers tend to re- 
flect the attitudes (and working habits) of 
managers. 


Bis for BLAME—Criticize constructively. 
Blame is to be used sparingly and never in 
the presence of others. 

C is for CREDIT—Share it or give it. Seldom 
take it. 


D is for DELEGATE—Give responsibility and 
authority to those who can handle them. 
Assign tasks carefully. Implant the essenti- 
ality of the employe’s contribution. Develop 
a feeling of progress and accomplishment. 


E is for EXPECTATION—Let each individual 
know you expect a lot from him and he'll 
usually come through. 


F is for FAMILY SPIRIT—Treat people like 
your own loved ones. 


G is for GOSSIP—To be stamped out before it 
does harm. 


H is for HUMILITY—Concern for one’s own 
inadequacies and faults. Admit mistakes. 
“Know your stuff” but don’t “know it all.” 

I is for INCENTIVES—Set up contests, pre- 
miums, prizes and bonuses for greater indi- 
vidual productivity and for group achieve- 
ment. Stimulate cost consciousness and 
profit mindedness. 

J is for JUDGMENT—Be a Solomon. Exercise 
patience. Be square and impartial. Have no 
favorites. Discipline firmly but fairly. 


K is for KNOWLEDGE—Draw out the best 
thinking of each individual. Respect his opin- 
— and he will respect yours. Listen and 
earn. 


L is for LOYALTY—Loyalty begets loyalty. 
Loyalty must flow down as well as up. An- 
ticipate and forestall grievances. Improve 
working conditions. Maintain “a better place 
to work.” Build mutual confidence. 


M is for MOTIVATION—Provide security by 
expanding opportunity for achievement. 


BUILDING Propucts MERCHANDISER 


N is for NAMES—Get on a first name basis 
with all fellow workers. 


O isfor ONE FOR ALL AND ALL FOR ONE— 
Establish identical interests of management 
and worker — mutual helpfulness —a true 
partnership. 


P is for PRAISE—Bestow it liberally, prefer- 
ably in others’ hearing. Make everyone under- 
stand his importance on the team. 


Q is for QUOTAS—Give everyone a perform- 
ance standard and let every individual know 
where he stands periodically. 


R is for RESOURCEFULNESS—Fromoted by 
a suggestion system with worthwhile re- 
wards for ingenuity and creative thinking. 


S is for SINCERITY—Coupled with courtesy 
and considerateness. Without these the whole 
structure of morale collapses. 


T is for TRAINING—Educate rather than in- 
struct. Increase understanding. Coach rather 
than command. Lead instead of dictate. 
“Solution with’ instead of “Power over.” 
Sell instead of tell. 

U is for USE—Utilize each employe’s abilities, 
skills, capacities and potentialities. 

V is for VIABILITY—Learn from and profit 
by the experience of others. Turn failures 
into assets. 

W is for WORKING THINKERS AND THINK- 
ING WORKERS—who make up the team. 

X is for “XTRA” EFFORT—Management and 
workers all deliver a little more than they 
are paid for. 

Y is for the “YOU” ATTITUDE—Demonstrate 
interest in fellow workers’ health and happi- 
ness. Think of the other fellow first and 
mutual interest will grow in the process. 

Z is for ZEST—Develop enthusiasm in the indi- 
vidual for the boss, for job, for company and 


for the team. 
ped Hood 


Copyright is waived on the above material. Permission to reproduce 
with credit is gran 
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T. W. (TED) DAVIDSON, president 
of the Southport Lumber Co., has 
found the sale and application of 
asbestos-cement siding to be a profit- 
able addition to his yard operations. 








EMPLOYING 19 OFFICE PERSONNEL, the company is one of the most pro- 
gressive retail lumber firms in the middle west. The office, remodeled in 1948, 
is air-conditioned, bright, cheery. 


Midwest Dealer Profits by Salesmanship and Service 


This Indiana building materials merchandiser gives the low-down on 
how he has built a hustling, volume-building, profit-increasing remodeling business 
based on applying new siding to old houses. 


Almost any lumber dealer, 
even one in a farming area town 
of 500 population, should be 
able to make the sale and appli- 
cation of asbestos-cement siding 
a profitable operation. Where 
the market would not justify 
maintaining a full-time appli- 
cation service, a part-time oper- 
ation could be carried on. 

That’s the studied opinion of 
T. W. (Ted) Davidson, presi- 
dent of the thriving Southport 
Lumber Co., Southport, Ind., 
eight miles south of Indianap- 
olis. His conclusion is based on 
his own experience in develop- 
ing a highly successful siding 
and roofing department. 

In 1950, when the department 
was just shifting into high gear 
after a cautious start, the asbes- 
tos siding business accounted 
for about one-third of its in- 
come. This year, with stepped- 
up promotion and intelligent, 
hard-hitting salesmanship, the 
volume is expected to reach 
about two and one-half times 
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that of 1950, and represents ap- 
proximately five-eighths of the 
department’s anticipated 1951 
gross. 

Davidson, whose son Don 
serves as acting manager of the 
company, is a veteran of 38 
years in the retail lumber busi- 
ness. His siding and roofing de- 
partment was set up three years 
ago after a careful analysis of 
the territory served by the com- 
pany he took over in 1930. The 
area embraces communities 
within a radius of 25 miles. Pre- 
viously he had sold asbestos 
siding on an unapplied basis. 

“We realized,” he says, “that 
we were passing up sizeable po- 
tential profits. Asbestos siding 
was becoming increasingly pop- 
ular with homeowners be- 
cause it requires no painting 
and eliminates virtually all 
maintenance. 

“We came to the conclusion 
that a separate siding and roof- 
ing department featuring fair 
prices, high quality workman- 


ship and guaranteed customer 
satisfaction, would attract 
many new customers as well as 
provide a desirable service for 
old ones. Most people, you 
know, don’t like the inconveni- 
ence of scouting around for a 
satisfactory application deal 
after buying such a product as 
siding or roofing.” 

The success of the operation 
has exceeded Davidson’s fond- 
est hopes. Asbestos siding, which 
offers fire-safety along with its 
other advantages, has proved 
unusually profitable, he says, 
since it creates opportunity for 
additional sales. 

“Such accessory items as as- 
phalt felt underlayment, mold- 
ing and caulking compounds,” 
he points out, “are required in 
application. Additionally, a re- 
siding job often leads to sale of 
storm sash, window and door 
screens, installation of new win- 
dows and various other sales. 

“Moreover, there are few com- 
plications connected with such 
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a job. Because we do thorough 
work, complaints are rare. Once 
the material is sold and ap- 
plied, we have a satisfied cus- 
tomer who generally will call 
us again the next time he needs 
any building materials.” 

Davidson is quick to credit 
much of the department’s suc- 
cess to the diligence of Maurice 
E. Winn, personable young Pur- 
due graduate who assumed di- 
rection of it in March, 1950. 

With the assistance of one 
salesman, Winn conducts a vig- 
orous year-round selling cam- 
paign. In line with Davidson’s 
Golden Rule philosophy, how- 
ever, be careful not to over- 
sell. The company policy is to 
treat customers as the salesmen 
themselves would like to be 
treated. 

Besides directing sales, Winn 
Supervises all applications 
closely, visits each job at least 
once a day, to check its progress 
and see that the work is being 
done properly. 

Newspaper and direct-mail 
advertising are employed regu- 
larly. Readers of the Indianap- 
olis Star and the News are re- 
minded twice a month in 5 x 7- 
inch display ads that asbestos 
siding beautifies an old home 
and provides permanent, main- 
tenance-free service. This is a 
particularly powerful appeal, 
Winn believes, for paint-peeling 
on ordinary siding has present- 
ed a serious upkeep problem for 
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MAURICE E.WINN (RIGHT), DEPARTMENT MANAGER, 
shows a customer samples of fireproof, maintenance-free 
asbestos siding shingles which give new beauty and pro- 
tection to a home. Note the wavy butt line style of the 
The straight line sample on the left is 








CLOSE SUPERVISION OF EVERY JOB is a major feature 
of the company’s siding and roofing operations. It assures 
proper application and makes for satisfied customers. 
Here Department Manager Winn inspects application of 
new asbestos shingles over old siding which had caused 





maintenance problems for the home owner. 


thousands of home owners in 
the area. 

Manufacturer sales litera- 
ture, attractively illustrated in 
color, is enclosed with the 
monthly statements mailed to 
all the company’s current cus- 
tomers. 

An effective technique has 
been developed for ferreting 
out prospects and following up 
with personal calls. Winn 
avoids cold canvassing on the 
theory that itfrequently is 
“poor advertising.” Homeown- 
ers who have no intention of re- 
siding their houses, often resent 
being bothered by a salesman 
unless their interest has been 
aroused by some previous ap- 
proach, he says. 

The first step in his prospect- 
ing is to drive around an area, 
noting addresses of houses that 
could be improved by re-siding 
jobs. There is no trouble spot- 
ting them, since the defects us- 
ually are quite obvious—rotting 
wood, paint that is dirty, peel- 
ing or discoloring. Also, where 
an addition has been built onto 
an old house, there often is a 
marked difference between. the 
siding of the addition and that 
of the original structure. This 
detracts appreciably from the 
appearance of the home and in 
Winn’s sales-minded view, 
places it immediately on the 
prospect list. 

Back at the company’s mod- 
ern, air-conditioned office, Winn 


checks through a cross direc- 
tory, finds the name of the 
owner of each house on his ad- 
dress list. Then he sends each 
homeowner a brief letter an- 
nouncing the availability of a 
new brochure which “illustrates 
in full color the newest devel- 
opment in siding. for houses, 
one that has won:instant ac- 
claim from both color stylists 
and discriminating homeown- 
ers.” 

The letter goes on to say that 
“the brochure shows how this 
new siding material, with its 
smooth, yet beautifully grained 
surface, transforms a ‘dated’ 
house into a charming, new- 
looking home at low cost.” It ex- 
plains how this new siding pays 
dividends to the homeowner 
year after year because it never 
needs painting to preserve it, 
while still retaining its fresh 
style and beauty. 

“Even if you are not giving 
the subject any thought right 
now,” the letter concludes, “I 
really believe you will find in 
this brochure a new conception 
of beauty and protection for 
your home. If you will return 
the enclosed card, I shall be 
glad to see that a complimen- 
tary copy is promptly sent you.” 

Upon receipt of the card from 
a homeowner, Winn telephones 
him, mentions that he will be in 
the man’s neighborhood that 
evening and asks whether it 
would be all right for him to 
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ONE OF THE MANY DWELLINGS in the Indianapolis area which the Southport 





company has re-sided with asbestos-cement shingles. A large percentage of such 
jobs come to the company through satisfied customers who recommend the ma- 
terial and the company’s work highly to their friends. 


drop off the brochure in person. 
He adds that, incidentally, he 
could bring along actual sam- 
ples of this fine new siding de- 
scribed in the brochure. 


“Generally,” Winn says, “the 
person is quite agreeable to that 
arrangement. Thus, the ice is 
broken. When I arrive at the 
home I am not a stranger. I 
am pretty sure of getting a 
hearing. The prospect is on my 
side and that makes it much 
easier to open the sales talk.” 


If possible, Winn steers the 
customer into consideration of 
the various colors of asbestos 
siding shingles available and 
then to a decision on which the 
prospect prefers. That comes 
before any discussion of price 
or house measurements. Once 
the prospect has committed 
himself to a color choice, Winn 
feels the sale is almost a cinch. 
Green is the most popular color 
in industrial areas, while white 
usually is preferred in the 
country. 

After closing a sale, Winn al- 
ways sends the customer a po- 
lite “thank you” note within a 
day or so. In many instances, 
the prospect has signed an or- 
der but has made no down pay- 
ment. Actually, therefore, the 
order is not binding, and there 
is a possibility the prospect will 
change his mind. To counter 
this danger, Winn sends him a 
“thank you” note also, and ex- 
plains that “your re-siding job 
will be started as soon as the 
down payment is received.” 


The latter procedure, Winn 
says, has “saved” several jobs 
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which would otherwise have 
been lost. 

Taking pride in the skill and 
thoroughness of his applicators, 
Winn calls them the company’s 
“best salesmen.” A large per- 
centage of all the asbestos sid- 
ing jobs, he says, are the result 
of recommendations from satis- 
fied customers. 

The company makes a direct 


- effort to cultivate such recom- 


mendations. After a job has 
been completed, Winn sends the 
homeowner a manufacturer’s 
registration certificate, along 
with a letter pointing out that 
a permanent record of the job 
is on file both at the lumber 
company and the manufacturer 
of the asbestos siding. 

Also enclosed is a book of 12 
post card coupons. Each has a 
space for the name and address 
of a new prospect. If a pros- 
pect referred by the customer 
purchases a siding or roofing 
job, the customer receives a 
modest reward. 

“You have friends and neigh- 
bors, I am sure,” the accom- 
panying letter says, “who are 
eager to receive factual infor- 
mation regarding their roofing 
and siding problems. We want 
to serve them and will gladly 
share our profit with you as ex- 
plained on the coupons.” 

Thanking the customer again 
for the opportunity to have 
served him, the letter invites the 
customer to “call or drop into 
our office anytime; we are al- 
ways happy to see you.” 

Letters of this type, together 
with occasional personal calls, 
have established a friendly re- 





lationship with customers that 
has paid off handsomely, ac- 
cording to Davidson and Winn. 

“Actually,” they say, “few 
people take advantage of the 
coupon offering. They telephone 
us names of good prospects but 
insist that they don’t care about 
the rewards. They’re just so 
satisfied with their asbestos sid- 
ing job that they’re glad to rec- 
ommend us to their friends.” 

In addition to its booming 
business in asbestos shingles for 
re-siding, the company is en- 
joying increasingly large sales 
of the material for new con- 
struction. Davidson and Winn 
believe the constantly growing 
number of old homes re-sided 
with the product has influenced 
this trend to a considerable de- 
gree. More and more prospec- 
tive home builders, they say, are 
becoming impressed by the fact 
that the asbestos siding they see 
on so many houses never needs 
painting for preservation. The 
economy of maintenance ap- 
peals to them and they specify 
siding of asbestos when they are 
ready to build. 


In new construction the com- 
pany does not enter the applica- 
tion picture, although it main- 
tains a home-planning service to 
assist customers who wish to 
build. Asbestos siding is sold 
directly to the individual, but is 
applied by the builder with 
whom the company operates. 

Another asbestos - cement 
product Davidson has found 
profitable is asbestos - cement 
board, an all-purpose building 
material. Well suited for ex- 
teriors and interiors of many 
types of structure, it is espe- 
cially popular for farm service 
buildings because of its rat- 
proof, fireproof qualities. Like 
asbestos siding shingles, it is 
made of asbestos fiber and port- 
land cement, both incombustible 
substances. 


Davidson looks for a contin- 
ued upturn in asbestos siding 
sales and a steady expansion of 
his new department to a point 
where it will rank as a major 
part of his overall retail opera- 
tion. 


“The market is: there,” he 
says, “for the man who is will- 
ing to expend the required ef- 
fort in cultivating it. On the 
basis of our experience, I would 
say it would be an effort well 
worth- while for almost any 
lumber dealer.” 
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Save Time—Make Building Easier 
O GREAT ECONOMY PRODUCTS 


TEELCRAFT STEEL DOOR FRAMES 


For all types of construction—Installed in 3 Easy Steps. 


teaver 


















*(anchors furnished 
free for masonry) 


raceme sth Lge 
SLIDING CLOSET DOORS 


@ Packaged ready to 
install 











@ Easy to install 


@ Cut construction cost 


@ Give added closet 
space 





4 Make homes easier to 
sell 





CLOSET DOORS are easy items to sell. 

keep customers satisfied because they add 
trouble-free convenience wherever in- 
paper te ce Ne «ce-sidanat see ees STEELCRAFT MANUFACTURING COMPANY, Dept. AL-91 


ale pActe © ' At  LeACY LOL 1S teat 9176 Blue Ash Road, Rossmoyne, O. (in Greater Cincinnati) 
J {) 













Please send information on Steelcraft Steel Door Frames [] 
Spacemaker Steel Sliding Closet Doors [_] 










COMPANY NAME on 
TYPE OF BUSINESS. 
BUSINESS ADDRESS. 
CITY. ZONE STATE 































NAME AND POSITION OF SENDER 
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W. F. HOPPE, and his sons, Harold and W. F. Jr. (Bill), 
pause for a cup of coffee in popular snack room at the rear 
of the display area. Contractors and other customers like 


this feature. 





TO THE RIGHT of the front door is a complete display of 


paints and paint specialty products. 


Ladders, patching 
plaster, one coat finishes and similar products, are included. 





BUILDERS HARDWARE is neatly displayed on panels at 
the rear. Stocks are in cupboards behind panels. Specialty 
items and tools are shown in island display. 


STORE FRONT is clean-cut and open looking. Displays 
inside are arranged so entire room is visible from the side- 
walk. Sign is reflected from storage building across the 
street. 





New Store Climaxes Nearly Half a Century of Growth 


Lincoln, Nebraska dealer’s new store rounds out efficient yard arrange- 
ment. Building materials are well displayed to attract customers. 


One of the most modern 
yards in Nebraska is the F. W. 
Hoppe Lumber Company of 
Lincoln, one of the firm’s four 
yards in the state. A new dis- 
play store that has been com- 
pleted only a short time, does 
an outstanding job of display- 
ing the building materials sold 
at the Lincoln yard. 

The store has a corner loca- 
tion, is modern brick construc- 
tion and features wide display 
windows that make much of the 
interior visible from the street. 

Entering the front door, is- 
land displays and wall cabinets 
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along the left, carry a complete 
line of builders hardware, 
some specialty items, and some 
small tools. Behind these are 
an excellent roofing display, 
and at the rear, a model 
kitchen. 

The roofing display has 
slotted dividers in which the 
sample roofing panels are 
stored when not in use. This 
Keeps the samples handy and 
at the same time helps keep the 
display neat and attractive. 

At the right of the front door 
is a large display of paints and 
paint specialties, 


To the rear right is general 
office space as well as private 
offices. At the back of the store 
is a comfortable room where 
hot coffee is on tap at all times. 
Contractors and customers 
especially like this thoughtful 
service. 

Behind the store and office 
area, and with direct access, is 
a utility storage room where 
extra stocks and _ hard-to-dis- 
play items are stored. Included 
in this category are nails, bolts, 
metal gutter and glass (includ- 
ing a cutting table). This ar- 
rangement saves customers a 
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HANDY SERVICE and storage room is located directly be- 
hind the display room and office. Glass and glass cutting 
tools, bolts, nails, metal moldings, and gutter, are stored in 


a 


the room in quantities to serve walk-in trade. 


walk to the storage sheds. Also 
small orders can be made up 
and left here for customer 
pickup. 

Included in this storage area 
is a drafting room, where plans 
are drawn up for both new 
buildings and remodeling as 
needed. 

The company maintains a 
large, modern shop which turns 
out nearly every type of. spe- 
cialty millwork and standard 


items as required. There is also 
a special department that 
makes crates for a local manu- 
facturer. 

Besides large sheds to store 
the big volume of lumber, roof- 
ing insulation, and other build- 
ings materials the company 
sells, it also maintains a big 
timbers division. 

To service the large business 
enjoyed by the company, 58 
employes are needed. Ten 
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NEW FLATBED TRUCK typifies clean, neat appearance of 
Hoppe Lumber Company buildings and equipment. A total 
of 10 trucks is needed to keep up with deliveries. 


trucks are required to make de- 
liveries. 

In spite of being a city yard, 
farm business is good, making 
up about 25 percent of the to- 
tal. No particular campaign is 
made to get this business be- 
sides the regular advertising 
which consists of newspaper 
space, 10 large billboards, 35 
small billboards, and a direct 
mailing to rural routes once a 
month. 








ONLY GENUINE RILCO RAFTERS 





Sell the leader... sell 


HILCO 


_the best in laminated rafters 


When you line up with Rilco, you’ve got the best-selling 

line in the laminated rafter field. Rilco gives you more to sell. . . 
and more opportunity for profit. Rilco rafters lead . . . in 
engineering design for all types of construction . . . in the use of 
quality lumber and superior structural glues. To give 

you leadership in sales, Rilco leads in national advertising backed 
by merchandising and sales assistance from experienced, 

capable representatives. Line up with leadership—line up with 
Rilco! Write for full information on Rilco now! 























BEAR THIS TRADEMARK . . . YOUR 
ASSURANCE OF A DEPENDABLY 
ENGINEERED PRODUCT. SOLD ONLY 
THROUGH LUMBER DEALERS. 


4 Leawecnatecl. PRODUCTS, INC. 


2521 FIRST NATIONAL BANK BUILDING « ST. PAUL, MINNESOTA 
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How a Contract Binds the Builder 


Severe penalty for lack of good faith; damages 
recoverable for defective performance. 


It is next to impossible to 
comply literally with all the 
minute specifications of a build- 
ing contract. 

Under the harsh laws of earli- 
er years, before payment un- 
der a contract could be insisted 
upon, the agreement must have 
been completely performed in 
all particulars. Courts today 
maintain that a_ substantial 
performance entitles the con- 
tractor either to a recovery un- 
der his contract or for the val- 
ue of the material or services 
he has furnished from which 
may be deducted the cost of 
— the unfinished de- 
tails. 


Good Faith Requisite 


“Substantial and not exact 
performance accompanied with 
good faith,” said a Minnesota 
court in a recent decision, “is 
all the law requires in the case 
of any contract, to entitle the 
party to recover on it. The 
court will not turn him away if 
he has in good faith made sub- 
stantial performance but will 
enforce his rights on the one 
hand and preserve the rights of 
the second party to the con- 
tract on the other by permit- 
ting a recoupment.” 

Only a few months ago a 
similar situation was before a 
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Louisiana court. Here an oral 
agreement had been made by 
an owner for the replacement 
of rotted joists and other re- 
pairs. The owner refused to 
pay, claiming that the contract 
was not performed in some un- 
important details. 


Reduction of Damages 


When a contractor substan- 
tially performs his work, even 
though it be defective or un- 
finished, the remedy of the oth- 
er party to the contract is a re- 
duction of the amount to the 
extent of the damages sus- 
tained by reason of the defec- 
tive performance of the con- 
tract. 

These minor omissions, how- 
ever, which the courts cover 
with their cloak of charity, are 
forgiven only when the con- 
tractor’s work has been done in 
good faith and the omissions 
are not the result of an effort 
to profit from an unfair ad- 
vantage. 

Of this absence of good faith, 
that is a vital factor in the re- 
covery by a contractor when 
there has been a_ substantial 
performance, a Massachusetts 
court recently said. 

“An intentional departure 
from the terms of the contract, 
without justification or excuse 
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in matters other than those go 
trifling as to be properly re. 
garded as falling within the 
rule that the law is not mindful 
of little things, will bar all re- 
covery for materials supplied 
or work performed, which were 
required for the performance 
of the contact.” 

A few years ago in that state, 
building plans in an incident of 
this character, called for a 
steel “I-beam” as one of the 
main supports. The contractor 
on his own initiative substitut- 
ed a six-by-eight wooden beam. 
When payment was refused for 
this failure to conform to the 
plans and the_ contractor 
claimed that the contract had 
been substantially performed, 
this one lack of good faith was 
fatal to his recovery. 

He purposely refrained from 
using the steel beam as called 
for in the blueprint plans. In- 
tentionally failing to perform 
his contract in this important 
matter, said the court, prevents 
him from recovering. 


Contractors’ Case Cited 


Several years ago in Missis- 
sippi, the defense to a suit by a 
contractor for the balance due 
on a building contract was that 
he had failed to install and con- 
nect a lighting and heating sys- 
tem representing approximate- 
ly $200 in a $7,000 contract. 
The court there summarized 
this principle of law relating 
to the substantial performance 
of a contract, as follows: 

“Where there has been a sub- 
stantial performance of a con- 
tract by one party which bene- 
fits the other, there may be a 
recovery of the contract price 
by the party substantially per- 
forming, subject only to the 
right of the other party to re- 
coup the damages due him be- 
cause of the defects in the per- 
formance of the contract. 

“Where a contract has been 
substantially performed, the 
party so performing may re- 
cover as for a completed per- 
formance less such damages as 
the other party may have been 
put to by reason of the mat- 
ters not performed.” 

REFERENCES 
Darby Lumber Co. v. Hill, 48 So. 2d 

484; Mississippi, November 13, 1950. 
Peterson v. Meyer, 49 N. E. 245; Min- 
mupesite. Y. D’Asaro, 49 So. 2d 356; 


Louisiana, December 11, 1950. 
Russo v. Hosmer, 44 N. E. 2d 641; 


Massachusetts. 

Le Bel v. McCoy, 49 N. E. 2d 888; 
Massachusetts. 
Hickory Investment Co. v. Wright 


Lumber Co., 119 So. 308, Mississippi. 
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ROBBINS 
the Paul Bunyan of fleoring | 


Paul Bunyan himself would have admired 
the toughness and durability of 

Robbins hardwood floors. Strength—plus 
smart appearance and easy installation 
—make Robbins a favorite with 

builders everywhere. 


Robbins Strip Flooring 


A complete line of fine hardwood flooring 
for nailing—economical and quick to 
install. Robbins Nail Groove eliminates 
setting nails, increases laying speed. 
Beveled bottom edges prevent pinching 
paper, protect hands. 


Robbins Parquet Wood Tile 


Distinctive, durable, ideal for homes, 
offices, institutions. Made from strips 
of standard flooring, bound by steel 
splines. Sound-absorbing, resilient, 
abrasion-resistant. Quick, clean 
installation simplifies both new projects 
and remodelling jobs. 


Members Maple Flooring Manufacturers’ Association 


ROBBINS FLOORING COMPANY 
Reed City, Michigan e Ishpeming, Michigan 


Write Dept. C, Reed City, Michigan for illustrated literature 
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You Sell The 


BEST 
When You Sell 


WATERLOX 


PRODUCTS 











e WATERLOX TRANSPARENT - 


This tung oil product has almost too many 
uses to be believable. As a surface sealer it 
penetrates into the pores of wood cement and 
metal. Elastic at drastic temperature extremes, 
it is an ideal sealer for all surfaces. Does not 
crack or chip. 


An Excellent Finish For All Floors. 
Mix With Paints and Enamels For 
Sealing and Durability. 

Use For Moisture Control. 











e WATERLOX CEMENT FLOOR STAIN « 
Not a Paint! Not a Dye! A true Stain! 


It comes in six colorful shades and has a tung 
oil base. The real sealer decorative coating for 
cement floors, walls, showers, and similar sur- 
faces, . 


Also, a fine, protective coating for metal tile 
and outside trim. 











— Other Waterlox Products — 
WATERLOX FINISH COAT 
WATERLOX WEATHER FINISH 
WATERLOX WATER REPELLENT 


Write For Details On These and Other Items 


WATERLOX 


DIVISION OF 


The Empire Varnish Co. 


2636 E. 76th St. Cleveland 4, Ohio 

















HUGH M. PETER, PRESIDENT of Peter Lumber Co., 
(standing) shows a young couple some sample remodeling 


plans to aid them in making a decision. 





AN ATTRACTIVE MEDICINE CABINET belongs in that 
new bathroom. And demonstration to the prospect helps 
close the sale. 


MR. PETER !IS A FIRM BELIEVER in selling related 
items in the remodeling package. Here he suggests the 
proper type of window screen. 





A PETER LUMBER SALESMAN INSPECTS the garage 
a customer is building from plans and materials supplied 


by his firm. This is one of the company’s free services 
which build good will. 


The Home of Friendly Service 


Talk-over dinners with prospects . 


. well- 


organized consumer service from planning through 


construction 


The Peter Lumber Company 
of Pleasantville, N.-J., has built 
up a large volume business 
based on remodelling, building 
and the construction of addi- 
tional rooms, finished attics, 
finished basements, recreation 
rooms and other requirements 
in the home. And a large per- 
centage of this business is done 
with farmers and rural home- 
owners. 

This aggressive organization 
doesn’t wait until a farmer 
wants to build a garage or 
porch and comes to it for mate- 
rials. Rather, it sends salesmen 
out to contact these prospects 
and to promote such remodel- 
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... pay off for Peter Lumber. 


ling or the adding of rooms to 
their homes. And because of the 
large number of services which 
the firm offers, a very gratify- 
ing business has been the en- 
joyable result. 

“We are known in every com- 
munity that we serve as the 
‘home of friendly service,’ ” says 
Hugh M. Peter, firm president. 
“Whether we sell a pound of 
nails or supplies for a complete 
home, every customer gets the 
same attention, and this service 
has paid off in repeat business 
and growing volume.” 

The firm doesn’t handle any 
appliances, sticking strictly to 
building materials and lumber. 


September 


It feels that there is too much 
cut-throat competition in the 
appliance field, hence stays out 
of it entirely. In addition, it 
feels that it has a big job to 
do in the field currently being 
served and it wants to do that 
job well. 


Besides the Pleasantville 
main location, Peter Lumber 
has branches in Egg Harbor, 
N. J., Philadelphia, Wyncote, 
Royersford and Columbia, Pa. 
Each branch operates as an in- 
dependent organization, but 
good ideas are carried from one 
to the other. 


A staff of salesmen work out 
of the Pleasantville location 
covering farmer and rural resi- 
dent. Their job is to sell their 
prospects on new building or re- 
modelling. And by making con- 
stant contacts with these pros- 
pects, they succeed in inducing 
their prospects to do this work. 
Salesmen carry around plans 
for building chicken coops, milk 
houses, sheds and other small 
buildings. They are ready to 
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offer their prospects informa- 
tion on the construction of a 
new home if wanted, and have 
firm draftsmen draw up plans 
if they are not in regular stock. 

“Our salesmen usually tell 
prospects of building opera- 
tions started by others,” says 
Mr. Peter, “which is usually an 
inducement to them. As a rule, 
they drive the prospects over to 
the new construction, which 
helps to whet their appetite for 
it. And we are in a position to 
sell them all the necessary ma- 
terials.” 

From time to time the firm 
sends out literature on building 
and remodelling to all these 
prospects. Then six to ten fam- 
ilies are assembled and taken to 
planned dinners. This method 
of building good will results in 
business long afterward and 
solidifies the position of sales- 
men with firm customers. “We 
usually have several such din- 
ners every year,” says Mr. Pe- 
ter, “and at these periods we 
talk about home remodelling 
and construction. Word of these 
gatherings gets around quickly 
and aids us greatly in increas- 
ing our business.” 








IF YOUR 
PLANS 
a CALL FOR 
REMODELING 





We're ready to help you with your plans for 
remodeling your home...and we can supply all the 
lumber and other building materials needed to 
make yours a home that’s truly up-to-date. 


Peter Lumber Co. 


E. Washington Avenue and Lyons Court 
Phone: Pleasantville 2476 











IN HIS ADVERTISING TO PROS- 
PECTS, Mr. Peter stresses the help- 
ful service which has won him 
ever-increasing sales volume. 


The actual point of sale con- 
tact with prospects—the store 
and display rooms — uses all 
modern devices and techniques 
for eye appeal and customer 
comfort. There is no confusion 
or hesitancy as to where to turn 
for any kind of purchase. In 





addition, there are available 
catalogs, manufacturer’s sales 
helps, magazines and promo- 
tional material to assist the 
prospect or help him decide on 
crystallizing an idea into sales 
action. 

If a prospect doesn’t want an 
architect, the firm is equipped 
to take over with its well-organ- 
ized consumer service. It will 
either show the customer a wide 
selection of plans which it 
stocks or have its own drafts- 
man design whatever it is that 
the prospect wants ... to fit 
their pocketbooks. : 

Skilled estimators study the 
plans and prepare a price for 
the complete packaged job. 
They can recommend builders 
and contractors and will always 
send a man out to see the job is 
progressing on time. For cus- 
tomers concerned over financ- 
ing details, Peter Lumber will 
arrange all the details. Cus- 
tomers are helped in filling out 
mortgage application papers, 
preparing the mortgage specifi- 
cations and provided with a list 
of banks which handle such 
transactions. 

(continued on page 64 











WEST COAST 


DOUGLAS FIR 


complete and 
your needs. 





Try some of our high quality 
KILN DRIED WEST COAST UPLAND HEMLOCK 
Flooring, Dimension, Boards, Ladder Stock, etc. 
300,000 feet daily 


UPLAND HEMLOCK 


14 Cars of Oregon-American Quality Lumber 
Leave This Platform Daily ..... 

Let Oregon-American route one of these cars to you. You'll like the fine qual- 
ity and manufacture of Oregon-American kiln dried West Coast Upland Hemlock 


and old-growth Douglas Fir. Oregon-American operates in fine timber—has 
dern manufacturing facilities. 


Straight or mixed cars to suit 


OREGON -AMERICAN LUMBER CORPORATION Vernonia, Oregon 
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GALE AND BILL ENGER JR. work 
out an estimate for a customer. 





BOB NORCROSS, CREW FOREMAN (RIGHT) measures 
a shingle for a siding job on a two-story home. 


Personalized Service Sells 


AND HERE’S THE COMPLETED JOB. It will lead to more jobs like it. 





SALESMAN “WAYNE SHAW (LEFT) plans a siding job 
with Mr. and Mrs. Joe Meeter. Liking the prospects’ chil- 


dren helps win them over! 


More Sidings 


By going into the customer’s home and working out his problems, 
Enger Lumber personnel build greater volume and long-range business. 


Teamwork and special atten- 
tion to the customer’s needs 
have paid off in a real way for 
the Enger Lumber Company of 
Worthington, Minn. These 
phases of good salesmanship 
have enabled a comparatively 
new yard to hold its own 
against the competition of three 
long-established yards which 
for years had served this Mid- 
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western town of 8,000. 

Back in 1944, W. D. Enger 
served notice on his competi- 
tors by the simple method of 
stacking two carloads of rough 


lumber in a cornfield. William ° 


J. Enger, Jr., joined his father 
in the new venture after four 
years of service in the infantry. 
Clarence Erbes, an uncle, came 
to the firm in 1945 after serv- 


ing in the field artillery, and 
Gale Enger, the other son, 
joined up in 1946 after two 
years in the army. In 1950 the 
firm incorporated with W. D. 
Enger as president, Mrs. Enger 
as vice-president; Bill Jr. was 
appointed treasurer and Gale, 
secretary. Erbes ranks as yard 
foreman. 

Ever quick to see the need 
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JUST LIKE A NEW HOME 


for Mr. and Mrs. William White 
of-Cherry Point 


ions 






rae 


Yes, good as new after an application of super asbestos finish. 
It makes the White home look 20 years younger — it’s neater— 
it’s certainly more economical because it eliminates the paint- 
ing problem. It’s durable, too, will last for years and years. 


a 
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The picture above shows the house before application of super 
asbestos siding. If your home poses a problem (paint peeling 
off) why not stop in and find out how economically you can 
make your home like new again. All work done by factory 
trained applicators who do factory specified work. 


ENGER LUMBER COMPANY 


Dial 2-2241 “The Home Builders” Oxford Street 




















THIS WEEK ENGER LUMBER Co. PRESENTS 
The New Home of 
Mr. & Mrs. Alvin Krusemark 


At 258 Lakehill Drive 
bs eas he ise agaleliad j ts 4 % Ay om pd aciet, tiga 
ont = Sap ig cy 





This week we are picturing the new home of Mr. and Mrs. Alvin Kruse- 
mark and their two girls. It’s a 5 room home with bath, 2 bedrooms and 
aden. There’s a harmonizing rubber tile in both the kitchen and bath- 
room. There’s a linen closet, ample cupboard space in the kitchen and the 
cupboard tops are the new Vinyl plastie which Mrs, Krusemark is very 
fond of. Hardwood floors, throughout, are another feature as is the large 
picture window in the front. The siding is Cedar Shakes and the roof 
interlocking asphalt shingles. There’s a paved drive and roomy garage. 


ne aera here a8 Ea 





A wonderful feature of 
their home is the re- 
creation room pictured 
here which the Kruse- 
marks enjoy. Other 
features of this mod- 
ern home are a venti- 
lating fan and garbage 
disposal in the kitchen. 


RRP rere nee reer Bill Burns 

SRR ereeneren eee M. A. McCoy 

RC Van Zwol Sheet Metal 

PN aii ni dinnacconcinavannerine Al Boos 

SE icocnscsnecircceep eden Joe Roos 

All Materials Furnished by 

Enger Lumber Co. 
Dial 2-2241 Oxford Street 











HARD-HITTING, REGULAR NEWSPAPER ADVERTIS- 
ING with pienty of pictures is a “must” with the Engers. 


It pays off! 


for aggressive merchandising 
and selling in their community 
in the face of competition, the 
Engers felt that their best po- 
tential sales increase should 
come from sidings. They knew 
that many possible customers, 
who should have come to them, 
Were buying inadequate and 
costly siding and roofing work 
from fly-by-night operators as 
far as two hundred miles away. 
But they felt also that they 
needed a salesman who could 
convince those customers that 
Enger Lumber Company would 
give them a much better deal. 

Then one day last spring, 
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PICTURES AND 
a testimonial of 


COPY IN AN AD LIKE THIS serve as 
a good job done—with a strong selling 


effect on pospects. . 


Wayne Shaw, an aggressive 
freelance salesman who had 
had training with the Old 
American Asphalt Shingle 
Company of Kansas City, 
walked into the Enger yard. He 
liked the town and he liked the 
idea of selling sidings on a 
friendly, honest - performance 
basis. That tied right in with 
the Engers’ plans, and there 
was a meeting of the minds. 
The Engers furnished the name, 
the office, the yard and the 
materials. They supported 
Shaw’s own canvassing with 
large attention-getting ads in 


the local paper, kept their 
sights trained on prospects. 
Shaw hired a crew of expert 
carpenters. Then he went out 
and began to turn those pros- 
pects into customers to keep 
the crew busy. The result? 
Between May 8 and July 13, 
the combined team of the En- 
gers and Shaw sold and ap- 
plied siding, roofing or both on 
28 jobs. Translated into terms 
of material, this meant 75 
squares of shingles and 350 
squares of siding. Or, calendar- 
wise, one job every two days! 
Best of ali, the Enger-Shaw 
method of selling satisfactory 
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available in 4 colors. 
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LARGE SHEET SIZE 


- - UP to 12 ff. long, 
cost. . 








reduces application 
- and no premium for long lengths. 


See) 














Superlite Panels are sheets of Masonite Presdwood, surfaced with a 
high-gloss, durable baked-on plastic finish in twelve colors. Available in 
sheet sizes 4 ft. wide, and from 4 ft. up TI ee 
to 12 ft. long. Finished four ways: solid oe 
colors, tile design (4” x 4”square), Leveline ; 
(horizontal lines on 8” centers) and in 
Leatherwood (a grained leather effect), 
~—--- in four colors and in sheet size 4 ft. x 8 ft. 



































LEATHER- 
WwooD TILE EFFECT LEVELINE 


Also available in plain sheets. ; 











SUPERIOR WALL PRODUCTS CO. 


4401 N. American St., Philadelphia 40, Pa. 


‘‘for more than a decade’”’ 
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work, and making friends jp 
doing it, provided a kind of 
chain reaction. Honest esti. 
mates based on the prospects’ 
actual needs enabled them to 
underbid out-of-town crews by 
two to five hundred dollars per 
job. The work was well done. 
Satisfied customers told their 
friends. And when Shaw took 
a prospect to see a house pre- 
viously re-sided, the satisfied 
owners helped to sell the pros- 
pects. 

That record of a siding job 
every two days, the Engers be. 
lieve, is one which any enter- 
prising yard can register if it 
has a man who can go right to 
the prospects’ homes and sit 
down with them and sell the 
personalized way. You defi- 
nitely can’t depend too much 
on letting the prospect come to 
the yard. Of course, you need 
a reputation for honesty and 
a sales contract that protects 
the customer, the kind that 
doesn’t force him to pay for 
extras once the job has started. 

And you need teamwork, the 
Engers emphasize, especially 
between the salesman and the 
installing crew to maintain a 
full working schedule during 
favorable weather. As an ex- 
ample, Shaw recently sold six 
jobs ahead so he could take a 
vacation. By the time he re- 
turned, the crew had cleaned 
up the work and were ready for 
their own vacation. And when 
they returned, Shaw had lined 
up work to keep them busy. 


The lumberman profits in 
more ways than one from team- 
work. Often a siding job cre- 
ates a need for remodeling 
which should be done before the 
new siding is put on, the En- 
gers point out. 

Their advertising is a case 
of personalized selling in print, 
in line with efforts at the yard 
and in the prospect’s home. 
Large space is taken regularly 
in the local paper, with an illus- 
tration of a completed job and 
copy that tells about it and 
plays up the customer, his fam- 
ily and his work. That’s smart 
psychology, and it gets the 
proud customer on the Engers 
side when a prospect visits his 
home to inspect a completed 
job. 

Yes, you can sell more siding 
by taking a tip from the En- 
gers and winning friends and 
influencing prospects! 



























































’ . os © ctl Sef he EE a ae z “ ieee oe ee 
ter- GORDON L. GOODSON, president, PLEASING EXTERIOR of Seth Lumber Co., Lincolnton, N. C., is emphasized 
f it Seth Lumber Co., Inc., in his new by window-length white portico with flush spot lights in the ceiling. Constructed 
t to office. Other company officers are: of brick and concrete block, the building is attractively landscaped with shrub- 
it Elbert Combs and A. D. Kilham, vice- bery and plants. Plenty of parking space is available. Eighty people are em- 
Sl presidents; T. H. Howard, secretary, ployed by Seth Lumber Co. which offers this three-fold service: 1—General 
the and Harry Hartman, treasurer. building materials. 2—Millwork. 3—New homes—the firm is a state-licensed 
lefi- contractor. 
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in STORE INTERIOR AND OFFICES embrace 4,000 square KITCHEN CABINETS are manufactured in Seth’s own 
am- feet of floor space. Rubber tile is used on the floor and shops. The firm’s millwork department plays an important 
ere- insulating board in the ceiling. The showroom walls are role in its new-house construction. A conference room 
4 finished in various materials. The forced-air heating sys- in the new store is set aside for contractors and their 
ling tem is convertible with fans for air conditioning. The customers. In recent months, the firm has opened the 
the 30-year-old company builds houses under the name of only FHA-approved development in Bolger City, and has 
En- Seth Homes, Inc. several other home construction subdivisions under way. 
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= POINT-OF-SALE AIDS from various FLUSH BIRCH DOORS are in use THURMAN CULLER stands beside 
a Manufacturers are seen in the new throughout the store. W. L. Turner the special plywood display in the 
Store. Standing beside the special . looks over the display of 33 interior new store. 
Toofing display are J. B. Blandford, and exterior doors. 
_ left, and his son, Joe. 
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PRINCIPAL HIGHWAY passes new store and encourages drop-in trade. 


entrance at extreme right. 
displays. 





CARPENTERS’ TOOLS and builders’ 
other wall of the store. Top shelf 
point-of-sale aids. 


hardware line an- 
is used to display 


tS 


Store 


2ig windows, foreground, are used for special 


Everything Under One Roof 


New Texas store designed for the customer’s 


convenience. 


Designed so that the custo- 
mer can see all types of build- 
ing materials, including a diver- 
sified line of lumber specie, the 
new Home Lumber Co. layout 
in Baytown, Tex., incorporates 
a number of ideas that dealers 
who are thinking about new 
stores may want to adopt. 

The major warehouse is mere- 
ly an extension of the store 
sales area and to inspect the 
finished lumber stock, it is only 
necessary to step across the 
warehouse truck aisle. Ware- 
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house and store are under one 
roof. The roof is built up of 
layers of tar and gravel to 
make the entire building as fire- 
proof as possible. 

The store and lumber ware- 
house are separated by a drive- 
way 52 feet wide and 110 feet 
long. The shed bins were built 
to take 24-foot timbers. A sec- 
ond warehouse (50x80) is used 
to store building boards, ce- 
ment, nails and insulation. 

Paint and wallpaper are ma- 
jor items in the air-conditioned 











Pies 


W. P. DENHAM, partner with W. 
Wesley Woods, shows customers a 
wallpaper sample. This side of the 
store is lined with 210 wallpaper bins. 


PAINT is another major item in the new store. An island 
of paint accessories is seen at the right. 





NAIL STORAGE !S_ SIMPLIFIED 
with these storage runways. Each 
tier will take six nail barrels. It’s 
easy to find the type of nail needed 
and roll the barrel out. 


store. One entire side of the 
store is occupied by 210 wall- 
(continued on page 64) 
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SAFETY SAVES! 










WATCH REAR-END SWING 


. this can be dangerous, 
in a fork truck, too. 








USE LOW GEAR OR SLOWEST SPEED CONTROL 
WHEN DESCENDING RAMPS 


... don't have a runaway 
on your run way — it's 
dangerous. 

















TURN SWITCH KEY OFF 
WHEN LEAVING MACHINE 
... it's like carrying a loaded 
gun with the ‘‘safety” off, 

if you don't. 





Fourth in a series of cartoon drawings emphasizing safety. 
Courtesy Clark Equipment Co., Battle Creek, Mich. 





PLACE FORKS FLAT ON FLOOR 
WHEN TRUCK IS PARKED 


.. . don't make a 
“trip'’ necessary. 








KEEP —— AND TO KEEP — YOUR ARMS AND 

LEGS WHERE THEY BELONG 

. never place them between the up- 
rights of the mast or outside the 

running lines of the truck, 










STEER CLEAR OF JAM SESSIONS 
... always back a powered hand truck 
onto the elevator, and you won't be 

jammed against the back wall. 
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DRYER AND STORAGE BINS of the 
Dry-Mix Concrete Co. It is one of 10 
plants supplying the entire country. 





THE VARIOUS TYPES of pre-mixes are palletized for easy handli 
enables orders to be filled easily from plentiful stock. 





be made. 


R. S. CLAPP, sales manager, right, 
shows how an individual bag sale may 





ee 


MR. CLAPP DEMONSTRATES how 
the tilt truck adjusts the palletized 


load for easy handling. 


Pre-Mixes Win Sales Attention 


Palletizing with tilt-type hand truck saves 
storage space and handling time for firm and dealer. 


Pre-mixed cement products 
which require only the addition 
of water are proving to be de- 
mand merchandise for lumber 
and building materials dealers. 
And a good part of the success 
stems from ease of handling at 
both the processing operation 
and point of sale. 

The Dry-Mix Concrete Com- 
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pany, Franklin Park, IIl., one of 
10 plants franchised throughout 
the country to manufacture the 
patented products, has found 
that palletizing these bagged 
items and storing or conveying 
them to waiting dealer trucks 
by means of a tilt-type hand 
truck is the fastest means of 
operation. According to W. E. 
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Mussett, owner, a 24” x 13” pal- 
let is used for stacking the vari- 
ous types of mix, 10 bags high. 


Handles 900-Pound Load 


One operator using the tilt- 
type hand truck can easily han- 
dle a maximum load of 900 lbs., 
which is either stacked in the 
warehouse according to type or 
conveyed to a waiting truck. It 
is Mussett’s belief that dealers 
will find this swift and simple 
handling method ideal in their 
own yards or stores for working 
with any other bagged products. 

The bags of mix are left on 
their pallets, together with the 
tilt truck, after loading. In this 
way, delivery can be made right 
into the store or yard without 
further bag handling. These 
patented products comprise con- 
crete, mortar, sand and water- 
tite mixes, which are used for 
small repair and remodeling jobs 
in the home, factory or farm. 


Mix Displayed at Point of Sale 


Sales manager R. S. Clapp 
points out that the mix may be 
displayed at point of sale right 
on the pallet. The company fur- 
nished metal signs, counter 
cards, posters, and leaflets to aid 
the dealer in building a traffic- 
drawing display.. In addition, 
advertising mats are provided 
for local newspaper promotion. 
Sales of individual bags for 
small repair jobs are frequent, 
he reports, and such cash-and- 
carry business aids the dealer 
in getting a valuable “in” for 
the sale of other repair and re- 
modeling products. 
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FLIP? 


-- Goes 





---Up jumps the sale? 


Wait till customers snap back that piece of live 
rubber weatherstripping attached to the new INNER- 
SEAL counter display! 


They'll actually see and feel its amazing springi- 
ness and flexibility ... understand why it seals tighter 
in any weather, takes tough treatment and bounces 
back for more. 


They'll sell themselves on INNER-SEAL’s superiority 
... gladly pay the little extra it costs over ordinary 
weatherstripping. RESULT: Bigger weatherstripping 
profits for you on INNER-SEAL’s higher unit of sale. 


See your jobber for full details on how to get the 
jump on competition by becoming an INNER-SEAL 
dimen palace See, dealer. Also ask him about INNER-SEAL Garage Door 
PATHFINDER, SUCCESSFUL FARM- L mis Cushion . . . ready-packed for the profitable market 
ING, SMALL HOMES GUIDE. in garage door installations. 





Feature the brand that’s featured 
in the seven top homemakers’ 
and craftsman’s magazines 


Cash in on our constant, catchy 
cartoon national advertising. It's 
reaching millions, including your 
customers in BETTER HOMES & GAR- 
DENS, AMERICAN HOME, POPULAR 





Exclusive! Only INNER- SEAL features this unique construction! 


RESISTS WEAR... coated with 
waterproof neoprene to pre- 
serve it against abrasion, tem- 
perature extremes, moisture, 
grease and oil. 


TOUGH AND SPRINGY... live sponge 
rubber bead gives it the “jump”! 


FLEXIBLE, INSTALLS EASY... woven 
spring-wire attaching strip makes it a 
cinch to fit the sharpest corners with a 


WEATHERSTRIPPING 
BRIDGEPORT FABRICS, INC., BRIDGEPORT 1, CONN. 













STAYS LIVELIER LONGER...SAVES MORE FUEL 
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For the first three points of this 
article turn to page 200, September 8 
issue. 








1V INITIATIVE 

Initiative is drive, spark, 
bounce—it translates the want 
to be into the will to do. It 
arises from a determined dis- 
content with things as they are. 
It is the opposite of apathy, 
lethargy, and inaction. Next to 
integrity it is the most impor- 
tant requirement for success. 

A man can have a high de- 
gree of intelligence, a sincere 
interest in helping others and 
a splendid personality, and yet 
if he does not express them in 
action, of what value are they? 
It is more than a coincidence 
that the Greek word for “ac- 
tion” is “Expressment.” Initi- 
ative is energy applied in ex- 
pressive action. Initiative is get- 
ting out of a rut. Someone said 
in this connection “To get out 
of a rut, even an uncomfortable 
one, requires more energy than 
most people possess.” It is 
based on want power more than 
will power. If you want a thing 
badly enough, you will get ac- 
tion toward the desired end. 

Check the list of human mo- 
tivations in the section on in- 
telligence. What are your 
wants? Success? Wealth? Hap- 
piness? Fulfillment? Who 
doesn’t? We must be more spe- 
cific. 

Try this exercise in Initia- 
tive: Set down in detail what 
you would like to accomplish 
in a 15-year period. What do 
you really want to do to be and 
have fifteen years from now? 
Set it down in terms of posi- 
tion, estate, environment, 
honors and achievements. 

When your fifteen-year goal 
is detailed, ask yourself these 
questions: 

(1) Do I want these objec- 
tives so badly that I am ready 
now to admit failure if I do 
not achieve them? 
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Building a Stairway to the “‘Stars”’ 


(2) Am I willing to pay the 
necessary price for achieve- 
ment? 

(3) Am I willing to start now 
and work day by day, every 
day, toward these conscious 
goals? 

It is well to realistically ad- 
just the goals until you can 
give an unqualified “Yes” to 
each of these questions. When 
these questions are answered in 
the affirmative, then repeat the 
process in terms of a ten-year 
goal. How far will you be 
toward the fifteen-year goal in 
ten years? What are the de- 
tailed objectives at the end of 
ten years. Now ask yourself 
the above three key questions 
with regard to the ten-year 
goal. Next repeat each step of 
the process in terms of a five- 
year goal. And finally come 
down to a detailed specification 
of how far you want to be along 
the road to your five-year ob- 
jective one year from today! 

Now you are ready for your 
initiative to take over. You have 
12 months, 50 weeks, 280 work- 
ing days in the next year. Plan 
your daily, weekly, and month- 
ly activities toward achieving 
your one-year goal. If your first 
year achievement is up to par— 
it will be increasingly easy year 
by year, during the remaining 
fourteen, to meet the quota you 
have set for yourself. Once you 
have achieved velocity, impetus 
and momentum in productivity, 
it is progressively easier to sus- 
tain and increase them. 

It is a good plan to commit 
to yourself in writing your one, 
five, ten and fifteen-year goals. 

You should capitalize on all 
the strategies, tactics and 
formula which will fortify and 
expand your Initiative. Here 
are a few: 

1. Apply this formula for 
progress: (a) plan; (b) organ- 
ize; (c) deputize; (d) supervise; 
and (e) multiply the success pat- 
tern. Every business success in 
history resulted from a con- 
scious or unconscious applica- 
tion of this formula. 

2. Master the philosophy of 
double-entry bookkeeping. It 
teaches that every debit must 
have a credit if the books of 
life and living are to be brought 
into balance. Set quotas for 
yourself on the debit side and 
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do the necessary things to bal. 
ance effort with the results de. 
sired. 


3. Take a new or refresher 
course in public speaking. Mass 
distribution requires group sell- 
ing. When you make a grou 
sale you usually multiply the 
volume of individual sales. 


4. Get others to work with 
and for you. Build a circle of 
boosters who think of you 
whenever opportunities in your 
field develop. 


5. Make a list of all known 
questions your type of custom- 
ers ask, and find and learn the 
answers. 

6. Organize source material 
connected with every phrase of 
your industry. The next best 
thing to knowing the answer 
to a question, is to know where 
to find the answer. 

7. Make each sale lead to 
four more. One to a friend or 
relative of your new satisfied 
customer. Another to a neigh- 
bor who needs or could be made 
to want the same idea. A third 
to an unclosed prospect for the 
same item. And fourth, another 
sale to the same customer. (One 
salesman built a family tree 
from a single sale. When he 
reached the 58th sale from the 
same initial order—he was 
made sales manager!) 

Initiative will help to lessen 
the gap between your poten- 
tial and your performance. It 
is said that the average Chinese 
uses 2% of his potential ca- 
pacity, the East Indian 4%, the 
Russian 6%, the European 8%, 
American and Canadians 10%, 
the average executive 20% and 
the so-called “genius” 30%. 
Everyone of us has a potential 
of three to 10 times our present 
performance. The man of ini- 
tiative will strive to close that 
gap. 

In recapitulation it is seen 
that the first four of our suc- 
cess ingredients, Intelligence, 
Interests, Infectiousness and 
Initiative, will assure success 
in selling and living. 

Now we come to the final 
four qualities which control the 
degree of success! The first of 
these is Industriousness. 





Watch for other points in succeed- 
ing issues of American Lumberman. 
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MERCHANDISING CLINIC 


Sizzle or Steak? 


“Sell the sizzle instead of the 
steak” no doubt contains the germ of 
a good merchandising idea but frank- 
ly we are inclined to the belief that 
it may be about the time to put more 
thought on the steak. We have often 
found it pleasant to listen to the 
sweet music of the sizzle only to have 
our hopes dashed when the steak 
didn’t measure up to expectations. 
Recently when we decided on a steak 
dinner, we drove past several down- 
town sizzle places and far out in the 
suburbs to an unpretentious roadside 
inn where the owner knew his steaks 
and how to prepare them. There was 
little sizzle about the establishment 
but the steaks were wonderful and 
we came away glowing with satisfac- 
tion. Some of these evenings we’ll be 
going back for another steak. 


The trimmings are always 
important but it’s the quality 
of the product that will bring 
you back for more. 


Price Appeal Alone 
Isn't Enough 


After a long period of high prices 
it takes more than a modest cut to 
move merchandise. That much was 
proved countless times during the 
past few months. Such a reduction 
merely causes Mr. and Mrs. Ultimate 
Consumer to stand by and wait for 
further declines. Hesitation turns into 
action only when price wars drive 
prices down drastically ... creating 
a situation that few retail establish- 
ments can long afford. Other buying 
motives must be stimulated when 
prices sag ... motives that are found 
only in the formula of better mer- 
chandising. 


. .- Too many advertisers say 
what they want to say rather 
than what the reader might 
like to hear. 


How Good Is an Ad? 


It soon will be possible for sev- 
eral of the largest national adver- 
tisers to learn how the buying pub- 
lic regards their advertising. Elab- 
orate testing methods have been 
worked out by a research organiza- 
tion that measures public opinion. As 
soon as the ad appears, contacts will 
be made with a typical cross section 
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of the public. Questions will reveal 
their reactions and the advertiser will 
receive an exhaustive report. Facts 
and figures will take the place of 
surmises and speculation concerning 
the value:of the advertising to the 
companies that foot the bill. 


. .. Consumer confidence is a 
precious thing that can be 
destroyed easily by incredulous 
advertising claims. 


Too Many "Bests" 


The claim of superiority extends to 
so many products that it often is 
meaningless. The loss of half a dozen 
commonly used adjectives would put 
many an advertising writer out of 
business but conceivably this de- 
parture might be highly beneficial to 
the copy. There are enough good 
points about any quality product to 
interest prospective customers. It is 
time to trot them out rather than to 
merely claim the product is the best 
in the world. Few readers believe 
such statements. 


. .- Truthful presentation of 
impressive facts will invariably 
pay off for the advertiser. 


Master of Understatement 


One of the best salesmen we ever 
knew, often was referred to as the 
“master *of understatement.” Actually 
he acquired this reputation merely be- 
cause he never resorted to overstate- 
ments. Still he always was close to 
the top of the list in the sales force. 


. . . Few sales were ever made 
without first acquiring the con- 
fidence of the buyer. 


Doubt Must Be Overcome 


Taxing the credulity of the pros- 
pect is a poor way to try to make a 
sale. There are far better ways of 
getting the name on the dotted line 
than the blanket claim of “best in the 
world.” Doubt immediately comes into 


the mind of the prospect. Until this... 


doubt is overcome, the invariable re- 
sult is no sale. 


. . - The good salesman strives 
to eliminate doubt. So does the 
efficient advertiser. 


2 hee 
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Sales Clincher 


Recently we purchased an auto- 
matic washer. We had been told we 
could buy exactly the same machine 
for $50 less froyh'a mail-order house, 
But we decided to take a look in a 
local appliance store,’ Instead of dodg- 
ing the issue, the salesman said: 
“This machine is made by the factory 
that manufactures the X. The mail- 
order house studied machines a long 
time before they fitially went all out 
for this one. Their’price is a bit less 
but there is a reason for that and 
here’s why. When you buy a machine 
of this kind you must take service 
into consideration. If anything goes 
wrong it always happens on wash 
day. You’ll be surprised how quickly 
our service department will ,have an 
expert on the job. The mail-order 
house has some good men, too, but 
they cover a much larger territory. 
They guarantee their machine for one 
year. Our guarantee runs for five 
years. We take personal interest in 
whatever appliances you buy from 
us and our men are on call 24 hours 
a day.” Needless to say, we forgot 
about the mail-order house and 
bought the machine. Within 30 days 
we had an opportunity to test the 
efficiency of the service department. 
It was all that was claimed for it. 


Our next purchase in the household | 


appliance field will be made at the 
same place. 


... The created sale that is 
the result of hard work is long 
remembered while the order 
that is written up without ef- 
fort is often forgotten by deal- 
er and customer. 


Chickens and Men 


The Wall Street Journal recently 
carried an article that should cause 
Americans to do some plain and fancy 
thinking. The story pertains to the 
discovery by the Quaker Oats Com- 
pany, that chickens will grow better 
if fed less and are left to forage for 
food every other day between the 
ages of eight weeks and six months. 
"(We are quoting Southern Lumber 
Journal.) They eat better, assimilate 
more of what they eat, lay more eggs 
at less cost, yield greater profit than 
if kept inside and fed by somebody 
else. SLJ concludes that Free Enter- 
prise works as well in the realm of 
men as it does in the animal *king- 
dom. 
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(3) Wood-Mosaic Co. 


Incorporated 


MANUFACTURERS 


VENEERS 
African Mahogany — Philippine Mahogany 
Canadian Birch — Canadian Maple — Oak 
Walnut — Poplar — Basswood 


HARDWOOD LUMBER 
Birch — Oak — Walnut — Maple — Mahogany 


FLOORING 
Oak — Maple — Birch 


IMPORTERS 
LUMBER AND PLYWOOD 
Teak — Japanese Oak — Japanese Birch 





PHILIPPINE MAHOGANY LUMBER AND LOGS 
Immediate shipment from large stocks—4/4 to 16/4— 
on our yards, or direct shipments from the 
Islands to any U.S.A. or Canadian Port. 








Main Office and Factories 


5000 Crittenden Drive Louisville 9, Ky. 


BRANCH PLANTS 
Huntington, W. Va. Jackson, Tenn. 


Woodstock, Ont., Canada 














NORTHERN 
WHITE PINE 








NORWAY 
PINE 


RAINY LAKE LUMBER CO. Ltd. 


2020 Chicege Title & Trust Bldg. CHICAGO 2, ILL. 


Selling the Products ef J. A. Mathiew, Ltd., Rainy Lake, Ont. 
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WHATEVER your 1951 floor work—mod- 
ernization, industrial plants, defense and low-cost housing, 
residences, schools, military construction—Northern Hard 
Maple stands ready to serve to everyone’s satisfaction. 
MFMA First Grade for “high style’”—Second for utility and 
appearance—Third for utmost value with economy. Combi- 
mations, too—Second-and-Better, Third-and-Better. For 
MFMA Grading Rules and technical data, write today to 
MAPLE FLOORING MANUFACTURERS ASSOCIATION, Suite 584, 
Pure Oil Building, Chicago 1, Illinois. 


BEECH ANDO E/KCH 


FLOOR WITH ont HARD MAPLE 














Facilities to Serve You 


DRY KILNS—20 Tracks of Latest Moore De- 
sign. Capacity 1 million feet per 
charge. 


DRY SHEDS—Ample Storage Adjacent to Car- 
line Means Dry Lumber for you. 


DRY LOADING DOCK—Can Load 19 Cars 
Under Roof. Assures you quick 
Shipment Regardless of Weather. 





THERE IS NEVER A LET DOWN 
IN OUR QUALITY- 
PRECISION MANUFACTURE 





Mills at Anderson & Canby, California 
Sales Office: Anderson, California 

















WHAT’S NEW 





Products .... Sales Aids .... Literature 


SEND FOR THESE: 


The Whitney 510 Single Spindle 
Shaper, of entirely new design to 
save on construction costs, is a preci- 
sion shaper for high production qual- 
ity shaping of a wide variety of fur- 
niture and chair parts, handles, brush 
backs, tops, novelties, etc. Spindle 
speed of 10,500 RPM. Spindle Motor, 
2 HP. Table, 36” x 31”. Vertical ad- 
justment of spindle, 3%”. Detach- 
able top, %” x 5”. Floor space, 36” x 


31”. Extra equipment available in- 
cludes table extension, adjustable 
fence, hold-down guard and _ under- 


table shaving exhaust adaptor. For 
6-page bulletin write Baxter D. Whit- 
ney & Son, Inc., Dept. AL, Winchen- 
don, Mass. 


Form 120-11 is a new maintenance 
bulletin giving a graphic comparison 
of old and new methods of floor repair 
and resurfacing just issued by The 
Monroe Company, Inc. The bulletin 
shows how the eight work steps for- 
merly necessary in floor repair jobs 
have been reduced to three. The lat- 
ter consist of (1) priming (2) filling 
(3) tamping or rolling. Other bulletin 
features include a_ description of 
Swift-Floor, an easily used flooring 
material over which 50,000 pound 
loads can be rolled 60 seconds after 
application is completed. A postcard 
information form is provided through 
which maintenance superintendents or 
other interested persons can consult 
with Monroe flooring experts in rela- 
tion to their individual floor problems. 
Write The Monroe Co. Inc., Dept. AL, 
10703 Quebec Ave., Cleveland 6, Ohio. 


“Fenestra Steel and Aluminum 
Building Panels” is a 40-page bro- 
chure detailing the complete line of 
Fenestra building products, with 
photographs of installation and spec- 
ifications. Write Detroit Steel Prod- 
ucts Company, Dept. AL, 2250 E. 
Grand Blvd., Detroit 11, Mich. 


A new pictorial folder from Aetna 
Plywood & Veneer Company stresses 
Knotty Pine plywood for smooth, 
crack-free surface on walls, ceilings 
and built-in partitions. Several il- 
lustrations show use of wall paneling 
in recreation rooms, kitchens and bed- 
rooms in the home, as well as for 
men’s wear shops, sport stores, 
restaurants and club rooms in the 
buildings for the public. Instructions 
on how to apply and finish Knotty 
Pine plywood in new construction and 
in remodeling, as well as pattern and 
joint treatments, are covered in the 
folder. Write Aetna Plywood & 
Veneer Company, Dept. AL, 1732 N. 
Elston, Ave., Chicago 22, IIl. 


The Wilson line of storm windows 
and screens is shown in a new catalog 
containing all data required by dis- 
tributors, dealers and sales personnel. 
Among the new products are metal 
storm panels and wood storm panels 
with metal inserts for installation on 
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the outside of metal casements, and 
half screens and full screens for 
double hung windows. Improvements 
and additions to the original Wilson 
line of inside storm panels and 
screens for metal casements are also 
included. In addition to specifications 
and price lists, the new catalog con- 
tains installation instructions and an 
informative section which explains, 
by means of charts and diagrams, 
how to measure windows accurately 
for storm panels and screens. Write 
L. S. Wilson Mfg. Co., Dept. AL, 2326 
S. Western Ave., Chicago 8, IIl. 





The "Chief" 


The “Chief” is the newest addi- 
tion to Feather-Lite’s line of alu- 
minum combination storm windows 
and doors. The keynote of this 
Redwood self-storing combination 
storm window is rigidity of con- 
struction, simplicity of operation, 
and neat appearance on the home. 
Selling features are the exclusive 
Indian Grip, an interlocking fea- 
ture that offers a practical and 
simple air seal; metal sash slides, 
which allow a wonderful opportu- 
nity for promotion and demonstra- 
tion. Feather-Lite’s new unit intro- 
duces a simple arrangement for 
the storing of glass or screen on 
the inside portion of the storm 
window, controlling it or holding 
it in place by specially designed 
finger-tip control springs. Ventila- 
tion is obtained by merely tilting 
back the floating sill and locking 
in place. The Chief is a furniture- 
finished over-lap type window said 
to be very easily and inexpensively 
installed. It is an ideal unit for 
porch enclosures. Write Feather- 
Lite Manufacturing Co., Dept. AL, 
8205 Lyndon, Detroit 21, Mich. 


September 








New Expansion Type Fastener 


This one-man expansion sleeve 
type fastener, created to reduce 
labor costs, is radically different in 
design from any other existing 


fastener. Primarily it eliminates 
the second man or helper required 
‘in inserting and tightening up 
conventional bolt and nut. Ag it 
has no nut, it requires no one to 
hold it. Bolt is simply inserted in 
hole. A pneumatic tool drives bolt 
through sleeve and expands 6 
prongs at bottom of sleeve. This 
forms an extremely tight grip 
which cannot work loose due to 
vibration. The bolt head automat- 
ically countersinks itself below 
wood surface, eliminating possibil- 
ity of ripping and tearing of mate- 
rials caused when passing over ex- 
posed bolt heads. This fastener 
is made in sizes from 1% inch to 
1 inch diameter; lengths from 1 
inch up, and with hex, square, 
round, flat or slotted heads. Write 
Square Tool & Die Co., Chicago 
Drillet Division, Dept. AL, 1550 
N. Fremont St., Chicago 22, Ill. 





Bark Edging Attachments 


Bark edging attachments are now 
available for installation on Linder- 
man automatic wood fabricating 
machines in the field. The attach- 
ment is individually motorized and 
permits feeding lumber into the 
Linderman machine without first 
removing the bark. The attachment 
trims off the bark or any defects 
in the untrimmed lumber with the 
least possible amount of edge 
waste. Extensions for Linderman 
machines to permit installation of 
the bark edging attachment with- 
out interfering with machine 
capacity are also available and 
may be installed by the user in his 
own plant. With the bark edging 
attachment, old-style Linderman 
machines can be converted to per- 
form all operations from trimming 
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of lumber to complete double- 
tapered, dove-tailed assembled 
panels. Write Muskegon Machine 
Company, Inc., Dept. AL, New- 


burgh, N. ¥. 





New Potdevin Press 


High speed combining of glued 
materials up to 4%” thick and 30” 
wide is the function of a new 
rotary press suited for hand feed- 
ing flat sheets or set up in a 
production line for combining webs 
of glued materials. Pressure is ad- 
justable #2 accommodate materials 
of varying thickness. A_ safety 
throw-off is provided for separat- 
ing the rubber covered rollers. The 
machine is mounted on a rigidly 
constructed steel frame, _ easily 
ported about on ball-bearing cast- 
ers. Floor space required is only 
16” wide x 45” long. Rotary presses 
are also available in 24”, 36”, 42” 
and 48” widths. Wider machines 
are made on special order. Special 
machines for material thicknesses 
up to 114” are also available. Write 
Potdevin Machine Co., Dept. AL, 
1285 38th St., Brooklyn, N. Y. 
cut 





New Radial Support 

Skilsaw, Inc. announces that its 
Skil Saw Models 77, 87, 800, or 825 
can now be converted to an effective 
radial saw by using the new Skil 
Radial Support, which makes all 
radial cuts with speed, ease and 
accuracy. Cut-offs, bevel cut-offs, 
evel rips, miters, bevel miters, 
dados and ploughs are made easily 
and precisely without waste of time 
or material. Such on-the-job opera- 
tions as gang cutting and pre-form- 
ing are possible since the 175 lb. Skil 
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Flooring Products 
There’s no better way to add new profits than by cashing in 
NOW on the new trend of self-installation by stocking and 
recommending quality B. F. Goodrich Flooring Products. This 
“over the counter” business is now big business, and to you it 
means extra sales, extra satisfied customers. One of the 
fast-moving products in this premium line of longer-lasting 
flooring products is 


ASPHALT TILE 


Asphalt Tile by B. F. Goodrich offers your customers many important 
advantages. It is low in cost, lasts a lifetime, can be installed on, above 
or below grade, is easy to clean and has a wide range of sparkling 
colors... colors that can’t rub off because they go all the way 
through the tile. And this more economical tile is easy to install, 
thanks to its precision-cut edges and square corners. Clip the coupon 
below! See how you can find new profits with Asphalt Tile and other 
quality B. F. Goodrich Flooring Products! 

Others include: RUBBER TILE, ARRAFLOR (VINYL PLASTIC 
ASBESTOS TILE), RUBBER STAIR TREADS, RUBBER COVE BASE, 
RUBBER THRESHOLDS AND A COMPLETE RANGE OF WAXES, 
CLEANERS AND CEMENTS. 


on B. F. Goodrich Flooring Products. 
B. F. Goodrich Co., Flooring Division 








Please send descriptive illustrated literature 
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a Cerevalatee Butters 


YEARS OF BETTER FLOORING FROM YEARS OF BETTER RESEARCH 
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Radial Support is light enough to 
be carried from job-to-job by two 
men. A full-size 814” x 40” work 
table permits even the largest pieces 
to be cut at any angle or bevel up to 
45 degrees. The steel arm can be 
extended 2214” horizontally. Ver- 
tical maximum adjustment is 614”. 
The width and depth of cut vary 
slightly depending upon the saw 
model used. With Models 77, 800 
and 825, pieces up to 18” wide can 
be cut. Vertical depth at 45 de- 
grees varies from 234” with Model 
87 to 1%” with Model 77. Write 
Skilsaw, Inc., Dept. AL, 5033 
Elston Ave., Chicago 30, II. 





$5 oy 
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Industrial Bandsaw Machine 


Tyler’s three new 15” bandsaw 
models incorporate several new ad- 
vancements in design and _ per- 
formance. The new units provide 
speed ranges from 80 to 5000 FPM 
by a simple turn of a handcrank. 
There are no belts to change and 
no gears to shift. A special indicator 
is located at eye level so the oper- 
ator can tell at a glance the blade 
speed of the unit in order that ad- 
justments can be made accurately. 
According to Tyler designers, the 
new models are the only ones in a 
low price, high capacity range 
offering an infinite speed arrange- 
ment. A blade tracking arrange- 
ment utilizing a large yoke which 
places the pivot point at the crown 
of the upper band wheel which 
holds the crown in perfect align- 
ment with the bottom wheel at 
all times, is incorporated in the 
unit. Tyler engineers point out 
the design also contains a vernier- 
like control for top wheel adjust- 
ment to hairline accuracy. Flat 
blade guides of hard cast bronze 
have been developed for use with 
the conventional flat blade. Guide 
blocks are adjustable fore and aft 
as well as sideways. The entire 
upper band wheel assembly of the 
Tyler unit is mounted on a rigid 
steel tube and is adjustable ver- 
tically 4’ to provide an 8” blade 
take-up. Write Tyler Manufactur- 





ing Co., Inc. Dept. AL, 1005 w. 
Arbor Vitae, Inglewood, Calif, or 
the eastern agent, Marlie Trading, 
Inc., Dept. AL, 60 Beaver St., New 
York 4, N. Y. 





Attachment for Delta 8" 
Jointer 


Delta Power Tool Division an- 
nounces a new knife-grinding at- 
tachment for the Delta 8” Jointer, 
which makes it possible to re- 
sharpen blades without removing 
the cutterhead from the machine. 
The former method involved remov- 
ing the cutterhead and sending it 
out for knife resharpening. To 
facilitate installation, the Delta 8” 
Jointer is furnished with table 
drilled and tapped to receive the at- 
tachment. Proper grinding angle 
can be easily obtained by placing a 
pin through the stop bar into the 
end of the head. A star wheel accu- 
rately adjusts the grinding wheel 
to any desired position, and a ball 
crank handle guides it across the 
knives evenly and without vibra- 
tion. Write Delta Power Tool Divi- 
sion, Dept. AL, Rockwell Manufac- 
turing Company, 693K E. Vienna 
Ave., Milwaukee, Wis. 


"'Shadow-Line'"’ Bevel 


Nu-Wood predecorated interior 
finishes are now being manu- 
factured with a ‘“Shadow-Line” 
bevel which eliminates the more 
prominent divisions between tile 
and plank joints. The_ new 
“Shadow-Line bevel is in keep- 
ing with the modern trend to- 
wards simplification in design. With 
the new “Shadow-Line,” it is pos- 
sible to achieve the effect of an 
unbroken length of wall with a 
pleasing pencil-line accent. The 
bead which was formerly scored 
on Nu-Wood plank has been com- 
pletely eliminated to carry out this 
new design trend. The new Shadow- 
Line bevel suggests a pattern but 
does not allow it to become over- 
done. Both Nu-Wood tile and plank 
will still be available with the 
patented reversible Nu-Wood clips 
which make possible invisible nail- 
ing and the “floating ceiling.” Tile 
and plank are still available with 
tongue and groove joints which 
assure a snug fit and make applica- 
tion easier. 

Nu-Wood’s Kolor-Fast plank is 
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predecorated in soft tan and vari- 
gated tones which harmonize with 
any color scheme and the Sta-Lite 
finish, which grows lighter with 
age, is another standard Nu-Wood 
feature. For samples of the new 
Shadow-Line Nu-Wood write Wood 
Conversion Company, Dept. AL., 
First National Bank Bldg., St. 
Paul 1, Minn. 





Small Kalamazoo Tractor 


Kalamazoo Manufacturing Com- 
pany announces the addition of 
Model 3600 tractor to its line of 
material handling equipment. The 
new tractor is powered with a 13 
h.p. Wisconsin engine through an 
automotive type clutch and three 
speed and reverse transmission. 
The company reports that rugged 
construction and efficient design 
allow great savings in many ap- 
plications. As many as 10 loaded 
trailers can be pulled with this 
tractor, and a loading space of 11 
square feet on the tractor itself 
can be utilized for additional load- 
ing. Write Kalamazoo Manufac- 
turing Company, Dept. AL, Kala- 
mazoo 24F, Mich. 





9 x 7' Roly-Door 

Both the new, wider 9’ x 7’ Roly- 
Door — (the four-sectional steel, 
Overhead garage door), and the 
Standard 8’ x 7’ Roly-Door are 
adaptable to a 6’ 6” opening where 
ample headroom is available. The 
new 9’ x 7’ Morrison Roly-Door op- 
erates completely within the 
garage. It is said to be perfectly 
balanced in any position; quiet, 
safe and effortless, with no pro- 
truding obstructions to catch cloth- 
ing or auto bumpers. Everything 
that can be predetermined is fixed 
to the door at the factory. There 
are no holes to drill, no hinges to 
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QUICK + ECONOMICAL - COMPACT + SAFE - NEAT 


+ : 
SAVES STORAGE SPACE 






You save storage space when you buy your oak 
flooring in HARCO Palletized Units because they 
permit more efficient space utilization. 

With a fork lift, you can go five high with 
these compact units with safety. That means you store 3750 board 
feet of flooring in less than 32 square feet of floor space. That’s real 
Space economy! 

Best of all, every unit is readily accessible—quickly reached and 
handled with a minimum of labor. Yes, and quickly inventoried be- 
cause each unit is “tagged” with contents when it-leaves the mill. 

HARCO Palletized Units are made up of steel-strapped individual 
bundles of flooring, with battens across top and bottom, and contain 
approximately 750 board feet of NOFMA Certified oak flooring. 
Bundles run from 2’ to 7’. Longer lengths, necessary 
to meet “average length” requirements of certain grades, \NOFMA' 














are loaded in car with units. Wecneereyl 
Save time! Save labor! Save space! Buy your oak = ,BAK,’) 
flooring in HARCO Palletized Units. Sy 


KACH-MAY-WILSON, INC. 
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apply and no skilled workmen or 
special tools’ are necessary. Ex- 
clusive features of the Morrison 
Roly-Door include fully ball-bearing 
moving parts, and scientifically de- 
signed counter balancing springs 
which insure effortless opening and 
closing at the touch of a finger and 
eliminate danger from slippage. 
Ample radius curve tracks provide 
smooth flowing operation and bev- 
eled metal strips eliminate friction! 
Roly-Door is rattle-proof, weather- 
proof, and will not warp or corrode. 
The eonsumer can apply any color 
of ordinary house paint. Write 
Roly-Door Division, Morrison Steel 
Products, Inc., Dept. AL, 683 Am- 
herst St., Buffalo 7, N. Y. 





4 ; . 
New Fibre Duct 


Sonoco Products Company an- 
nounces development of a new fibre 
duct which when embedded in con- 
crete floor slabs is used as a supply 
or return line in radial or perime- 
ter hot air heating with oil or gas 





82nd PERE eTAL TINTS 


The most complete publication 


of its kind in pnt 


METAL LATH 


and Plastering Accessories 


CATALOG and MANUAL 


Every Building Supply Dealer, 
Every Builder and Contractor 
should have a copy—and use it. 


We'll gladly mail your FREE copy on request. 








Meta CompPaANy, INC. 


Factory Parkersburg, W. Vv 


ener sles Offices: 205 East 42nd Street, New York .17, N.Y 
District Sales Offices 

Boston New York Philadelphia (@tiaelle) Detroit. Tate lfelarel oLelity 

Seattle Los Angeles San Francisco . Dallas . Parkersburg, W. Va 








LOOKING FOR QUALITY OAK 
FLOORING? Ss 


The Brand 
you want 
is 


| ' ! ' 


DAK FLOORING Wane > 
CARPENTER OAK FLOORING CO. 


906 North 40th Street 
BIRMINGHAM, ALABAMA 


P. ©. Box 1449 Telephone 9-6147-8 
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furnaces. Sonoairduct will not de. 
laminate when placed under watery 
or exposed to excessive moisture, 
It is fire resistant and improves 
with age because it cures with 
heat. The product has a high 
crushing strength and will stand 
a lot of rough handling and 
weathering. It should, however, be 
given some protection when stored 
outside. Available in lengths up to 
25 feet and in any inside diameter 
from 2” up to and including 24”, 
the duct can be shipped in the 
lengths desired by the user or 
shipped in the standard 18-foot 
lengths and cut to proper lengths 
on the job. Write Sonoco Products 
ed Dept. AL, Hartsville, 





New Window Opener 


“Window Wonder Tool’ has pre- 
cision-designed blade with double- 
radius saw teeth to fit into any 
corner or accessible part of any size 
window. It is capable of both light 
and heavy activity in freeing stub- 
born windows. To operate, place 
tool next to sash and work up and 
down with slight pressure. This 
action cuts neatly away paint or 
any other matter obstructing the 
window’s free movement. Overall 
length of tool is 9”. Write Rene- 
Craft Products, Dept. AL, 131 
Owen’s Building, Wilmette, IIl. 





Precision-Made Lock 

The new, precision-made Na- 
tional Lockset Series ‘‘410,” re- 
cently introduced by the National 
Lock Company, is “built to last.” 
According to the manufacturer, ex- 
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tensive “torture tests” conclusively 
prove that the new model will func- 
tion properly for the average life- 
time of the home. All exposed parts, 
including the bolt, are made of 
solid brass or bronze. Baked phen- 
olic lacquer is added to the highly 
buffed finishes. All moving parts 
are rust-proofed, selected, cold 
rolled steel . . . assuring less wear 
and longer life. With National 
Lockset only a 29° turn of knob 
is necessary to open door. This 
“short-travel” ratio between knob 
and tubular lock mechanism . . 

hardened steel pusher plate... and 
extra-long bearing further reduce 
wear and contribute to long life. 
Lock has full *%” bolt “throw” to 
aid positive engagement. Knob is 
absolutely separate from key and 
lock mechanism. Forcing knob will 
not open door. Write National Lock 
Company, Dept. AL, Rockford, III. 






Electric Door Operator 


The Kinnear Operator which fits 
any RoL-Top Door and many other 
similar doors, and operates by 
simple electric-magnetic control, has 
ease of installation to recommend 
it, according to company officials. 
No more headroom is_ required 
above the door than for ordinary 
manual operation. A further ad- 
vantage cited for the control is 
that the actuating mechanism in 
the garage driveway operates the 
electric motor through low-voltage 
“doorbell” wiring, which is not 
only safe under all conditions but 
simplifies and reduces installation 
cost. The dashboard control also 
operates on very little current 
through the car’s storage battery, 
drain being negligible. Magnetic 
assembly for driveway can be placed 
at any point over which the car 
passes in entering and leaving the 
garage. By pressing a dashboard 
control when in the proximity of 
this driveway actuator, the operat- 
ing signal is received, lights are 
switched on or off and the door 
is placed in motion. Installed unit 
plugs into any 110-volt, 60-cycle 
outlet in single-phase, AC circuits. 
For folder, “Residential RoL-Top,” 
write Kinnear Manufacturing Com- 
pany, Dept. AL, Columbus 16, Ohio. 
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3 BIG REASONS WHY 
THERE’S SUCH DEMAND 


FOR GREENLEE CHISELS 




















HANDSOME, TOUGH 
PLASTIC HANDLES 

that withstand the sever- 
est hammering. 
Attractive green 
transparent plastic... 
weather-resistant . . . 
safe from flash fire. 


FINE-CUTTING, DURABLE 
EDGES for long-time, 
accurate performance 

on a wide variety 
of work. The blade 
of every GREENLEE 
Chisel is of 
special-analysis, 





high-grade Special hand-fitting 
ve expertly design makes it 
formed and extra easy to guide 


and hold blade 
exactly where 
wanted. Just 

the kind of fine tool 
making you can always 


heat treated... 
highly polished. 
And then carefully 
inspected for top 











quality throughout. expect from GREENLEE. 
— 
a 
PLASTIC-SEALED When you sell Greenzeg, you 


FOR PROTECTION 
From factory to your 
customers, this 
heavy protective coating 
shields GREENLEE 
blades . . . protects 
them from shipping 
and handling damage, 
seashore and other 
humid conditions. 
Eliminates costly 
stock mainte- 

nance for you 

... keeps your chisel £; 
inventory in perfect 
shape . . . brings 
full value to the user. 


GREENLEE 


can be sure you're selling top 
quality always. Write today for 
complete information on 
Greens Chisels and these other 





high-quality tools: Auger Bits, 
Expansive Bits, Car Bits, 
Gouges, Draw Knives, Turning 
Tools, Spiral Screw Drivers, 
Automatic Push Drills and many 
more. Ask for 

new Hand Tool Quick 
Reference File. 











STOCKED BY LEADING WHOLESALERS 
GREENLEE TOOL CO., 2269 TWELFTH ST., ROCKFORD, ILLINOIS 


53 














Your best sales tool— the ABC 
finance plan. Ask us today. — 


wal Ouwiol t@wice 
BUDGET PLAN 


inn TTT iy 






BRANCH 
OFFICES ’ < 
a BALTIMORE monthly payment 
IRMINGHAM poe ® 
Boston atone , and nail 
eircace down the job now. 
CINCINNATI You can sell the 
COLUMBUS prospect a bigger 
LL e e 
pavenport 108, and sell it 
DENVER H 
pes Moines | 20 the t, if you 
DETROIT sell in terms of a 
INDIANAPOLIS few cents or dollars 
KANSAS CITY = @ day © not in 
MIAMI 
mavens hundreds of dollars 


MINNEAPOLIS 
NEWARK 
OKLAHOMA CITY 
OMAHA 
PHILADELPHIA 


for the complete job. 





eee ALLIED 
PORTLAND WE: | G9) | ‘(CMG 230) BRS 
ST. LOUIS 
SALT LAKE CITY INC. 
SAN FRANCISCO 
SEATTLE 
SOUTH BEND Property Improvement 
TAMPA 


and Modernization 
Financing Specialists 


General Office: Box 3426 Terminal Annex, Los Angeles 54 
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( Here's the one that \ 
WON'T SHRINK 


This modern plastic in 
powder form makes 
lasting repairs in tile, 
wood or plaster. Pays 
dealers a bigger profit. 
SELLS BETTER because 








it WORKS BETTER. 











Most dealers report: (4 
“Our sales of Dur- 
ham’s Rock - Hard 
Water Putty keep 
doubling, year after 







|S DONALD 


ear.” What’s more, DURHAM 








COMPANY 
urham’s Rock- 
Hard Water Putty - we 













"sng you by far the 
st profit-margin on 
any product of this 
nature. Use it yourself, and you'll quickly 
see gy sells so fast, and repeats so regu- 
larly. Many patching materials may shrink 
fall out or “y * off. Durham’s Rock-Hard 
Water Putty does not shrink. Absolutely 
not. It sticks and stays put. You can saw or 
chisel it, paint or polish it to a velvet smooth 
finish. Easy to use. Keeps indefinitely. So 
economical. Just mix with water as 
needed. * Packed twelve 1-lb. cans or six 
4-1b. cans to case. Keep some of eath on dis- 
play. Available in 25, 50, 100-lb. drums for 
industria] users. Order from your jobber. 


The PLASTIC Repair Material 


in POWDER Form 
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Guide Bar Speeds Installation 


Tension-tite screens have the ex- 
clusive feature of a guide bar which 
locates exact position of all screws, 
according to the manufacturers. 
Adjustment bar is slipped off bot- 
tom of screen, centered on the sill 
between the blind stops, with a 
pencil or punch to mark screw po- 
sition on left and right. Process is 
repeated at top of frame, except 
that center screw is also marked. 
Screws are then inserted at points 
indicated by guide bar, and screen 
is hung on three top screws. Guide 
bar is then slipped back on screen 
to serve in adjustment. For price 
lists covering Tension-tite all 








aluminum window screens and Ten- 
sion-tite shade screens write Rudi- 
ger-Lang Co., Dept. AL, Box 408, 
Toccoa, Ga., or 2701 Eighth St., 
Berkeley 10, Calif. 





Weatherstrip—Sash Balance 


The above photograph illustrates 
one of the newest and most im- 
portant features of Zegers Dura- 
seal Combination Metal Weather- 
strip and Sash Balance. Here we see 
the concavity of the jamb member 
which is made possible through its 


September 





manufacture in one piece. Its con. 
cave back surface provides a flexi- 
bility which maintains a constant 
air seal and smooth window opera- 
tion even when the sash expands or 
contracts due to changeable atmos- 
pheric conditions, according to the 
manufacturer. Full jamb weather- 
stripping such as Dura-seal pro- 
vides, assures better weather protec. 
tion, eliminates paint-stuck windows 
and improves window appear- 
ance. Photograph shows the spring 
cover down on the lower sash in 
order to illustrate the spring; ac- 
tually this spring is completely coy- 
ered as is the spring on the upper 
sash. Write Zegers Incorporated, 
Dept. AL, 8088 South Chicago Ave,, 
Chicago 17, Ill. 





Double-Threaded Wood Screw 


“Clocking” of screw-driving op- 
erations and pull tests in wood as- 
sembly plants have revealed that 
the use of Twinfast wood screws 
cuts driving time in half and in- 
creases holding power. In this 
double-threaded screw, the two sep- 
arate threads start from opposite 
sides of the shank, spiral the root 
in parallel formation, and termi- 
nate in a single centered point. The 
twin-thread construction provides 
twice the thread pitch of the con- 
ventional single-thread screw. 
causing twice as much thread to en- 
ter the material at each turn, hence 
cutting in half the number of turns 
needed to seat the screw. Another 
feature of the Twinfast Screw 1s 
the cylindrical shank which, in con- 
trast to the usual tapered shank, 1s 
said to provide more metal for 
greater strength and increase the 
thread area for additional contact 
with the material and greater hold- 
ing power. In many cases, shorter 
screws or fewer screws are used. 
Write New Process Screw Corpora- 
tion, Dept. AL, Waterville 48, Conn. 


22, 1951, AMERICAN LUMBERMAN & 

















-on- 
exi- 
fant 
era- 
3 or 
nos- 
the 
her- 
pro- 
tec. 
Ows 
ear- 
ring 
1 in 

ac- 
COv- 


per 
ited, 
ive., 





screw 
- Op- 
1 as- 
that 
rews 
1 in- 
this 
sep- 
osite 
root 
rmi- 
The 
vides 
con- 


0 en- 
ence 
urns 
yther 
w is 
con- 
ik, is 

for 
. the 
itact 
hold- 
orter 
used. 
0ra- 
’onn. 











Lesto Portable Hand Saw 


For the man who wants to saw 
hard or soft wood up to 2” thick 

. curves of all types .. . inser- 
tions ... sheet metal. . . plastics 

. ete., the Lesto portable hand 
saw. reportedly can do it. The saw 
is made in Switzerland by Scintilla, 
Ltd. It is described as 8 saws in 1 
for it does the work of rip, cross- 
cut, scroll, keyhole, coping, band 
and jig saws. The blade is said 
to move up and down so fast that 
hardly any vibration is felt, and 
that the extreme speed results in 
smoother cut edges. This portable 


hand saw is available in two sizes, 
the larger for use in factories and 
the smaller for light factery work 
and the home workshop. Illustrated 
literature is available. Write Victor 
J. Krieg, Inc., Dept. AL, 55 West 
42nd St., New York 18, N. Y. 


Perlite Charts 


The Perlite Institute has just 
completed a series of five recom- 
mended standard mixes for light- 
weight insulating perlite concrete. 
This is the first time the joint ex- 
perience and technical knowledge 
of mix ratios, water cement ratios, 
air entraining quantities, etc., have 
been established. As an example, an 
architect desiring a “k’ factor of 
.93 can determine from the first 
line of the chart what wet density, 
as poured, will develop the desired 
insulation value. The contractor 
can determine exactly how much 
cement, perlite, gallons of water 
and Air Entraining Agent must be 
purchased for each cubic yard of 
placed concrete. The designer may 
know in advance what the weight of 
the dry concrete will be and what its 
compressive strength will be. With 
this information all elements of the 
building industry may be assured 
of the most economical way of pro- 
ducing the desired properties of 
light-weight insulating perlite con- 
crete for roof insulation, floor and 
roof fill, and the compressive 


strength of the resulting concrete, 
if it is used as a structural ma- 
terial. Charts on these mixes are 
available. Write Perlite Institute, 
Dept. AL, 35 W- 58rd St., New 
York 19, N. Y. 
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All-Purpose Wax Protector 


Glo-All is a clear, transparent 
protective wax coating designed 
for all-purpose use. It waterproofs 
and makes wallpaper washable. The 
product will protect the finish of 
furniture, woodwork, paneling, 








GABRIEL! 





A name that has 
stood for quality 
and leadership in 
the Home Build- 
ing Specialties 
field for years. — 
Better Products — 
Greater Profits, 





Ask for Catalog. 


Basement Windows 
Coal Chutes 
Dome Dampers 
Ash Pit Doors 
Package eaaban 


Joist Hangers, etc. 





* 








National Sales Representatives: HARRIS, Inc. 
200 E. Long St., Columbus 15, Ohio 


GABRIEL et Ss 
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COMPAN 
43700 Sherwood, Detro/t /2, Mich. 





The Standard 
; HANDI-DRIVE 


His self-contained drive unit provides tractive powér’ 
for any gravity conveyor—belt or roller. Converts pres- 
ent conveyors to live roller or belt — quickly at low cost. «: 
HANDI-DRIVE Bulletin No. AL-91 gives complete **~ 
information—how to apply to present conveyors or plan 
new system with standardized units—straight, curves, or 
inclines. Write for copy today. 


STANDARD CONVEYOR COMPANY, NORTH ST. PAUL 9, MINN. 


SEND FOR 
HANDI-DRIVE 
BULLETIN. 


“Power-Package” Unit 
for Roller and Belt Conveyors 
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WESTERN WHOLESALERS 
TAKE THE WORRY OUT 
OF LUMBER BUYING 


Your Western Wholesalers are “set up” for 
service. With many long-established mill 
contacts, knowledge of mill’s specialties, re- 
sources, manufacturing and shipping facili- 
ties and a thorough understanding of buyer's 
requirements, the leading Western Whole- 
salers below can help you take the worry 
out of your lumber buying. Tell them your 
needs. Let them supply your complete 
requirements. 





Pacific National Lumber Co. 
West Coast Lumber 


P. O. Box 1587, Tacoma 1, Wash. 
ALEXANDER LUMBER CO. 


435 Securities Bidg., Seattle 1, Wash. 
RAIL SHIPPERS @ WESTERN FOREST PRODUCTS 
Specializing in Western Red Cedar Siding 
Telephone MUTUAL 2606 TWX SE 532 


WALES LUMBER COMPANY 


OLD NATIONAL BANK BUILDING 
SPOKANE - - - WASHINGTON 


Our 3lst Year 














564 Merket St., San Francisco 4, Cai. 





MAUK SEATTLE LUMBER COMPANY 


SEATTLE, WASH. 


oe LUMBER ee 
‘astern Office 4 Wareh 
THE e A. MAUK LBR. CoO., TOLEDO, oO. 


Joseph A. Adair Lumber Co. 


520 S. W. Sixth Avenue 
Portiand 4, Oregon 


Carl E. Lumber Co., Inc. 


1120 Old Nat'l Bk. Bidg., SPOKANE 8, WASH 
PINE SPECIALISTS 


Mala 6954 Riverside 4335 


CURTIS LUMBER COMPANY 
613 PITTOCK BLOCK, PORTLAND 5, ORE. 
FOREST PRODUCTS 
Telephone: AT 659! Teletype: PD572 


Duncan Lumber Co., Inc. 


818 Securities Bldg., Seattle 1, Wash. 
Specializing in Fir Gutter, all sizes and patterns. 

















YEON BLDG., PORTLAND, ORE. 
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automobiles, enameled surfaces, and 
Venetian blinds. It is also used to 
remove tarnish from silver and to 
clean windows as well. Glo-All is 
homogenized to prevent lumpiness. 


For copy of 4-page manual, “Home’ 


Beautification Hints” write Sterl- 
ing Value Co., Dept. AL, 255-21 
Northern Blvd., Great Neck, N. Y. 
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Tri-Vent Ventilator Flange 


The Donley Tri-Vent Ventilator, 
recommended for attic use to take 
the accumulated warm air from the 
top, is designed with its flange to 
go outside the casing. The company 
reports that instances have occurred 
where mechanics incorrectly at- 
tempt installation with the flange 
back of the facing board, whereas 
proper application insures drainage 
of the ventilator down the outside 
of the siding. Tri-Vent is made for 
four pitches: 5-12, 6-12, 8-12 and 
10-12, with provision for their use 
on intermediate pitches or on 
pitches greater than the maximum 
or less than the minimum Tri-Vent 
slope. For literature, write The 
Dept. AL, 
Cleveland 5, 


Donley Brothers Co., 
Ave., 


13900 Miles 
Ohio. 





New Power Plane 


Stanley Electric Tools announces 
the new J38 Plane, a new power 
plane cutting up to 113/16” wide 
and designed to give perfect chip 
disposal. A new Stanley feature 
combines control of air flow from 





the motor ventilating system and 
chip flow from the cutter itself 
providing a positive disposal of 
chips to the rear and downward 
away from the cutter and operator, 
This eliminates the possibility of 
chips becoming lodged under the 
plane shoe and marring the finished 
surface. Fence can be tilted for 
angle planing up to 45° inboard 
and 15° outboard. It is particu- 
larly useful for planing bevels on 
bottom of screens, windows, ete, 
Easy adjustment can be made for 
locating cuts correctly in relation 
to rear shoe, also for depth of cut 
up to 3/32”. Motor is % hop. 
20,000 r.p.m. Polished aluminum 
finish. When mounted and inverted, 
the J38 Plane becomes a handy 


jointer. Write Stanley Electric 
Tools, Dept. AL, New Britain, 
Conn. 





Dura-Wood Block Flooring 


Bruce Dura-Wood Block Flooring 
is designed for a heavy-duty indus- 
trial floor (to be laid over concrete 
slab) that will take the wear, tear 
and abuse required in industrial 
plants. It is said to withstand the 
roughest wear because it is made of 
tough, long-wearing hickory and 
pecan ... close grained heavy hard- 
woods that resist wear and abra- 
sion. Dura-Wood Blocks are treated 
by submersion in Bruce Toxic so- 
lution as a protection against rot 
and the attack of powder post 
beetles, termites and other wood 
boring insects. The Toxic treatment 
leaves a surface coat on the flooring 
which serves as a _ long-wearing 
finish. For most industrial floors 
where service is the principal con- 
sideration it is unnecessary to sand 
or finish the floor. For added 
beauty, the floor can be given a 
light sanding and penetrating seal 
finishing after installation. Write 
E. L. Bruce Co., Dept. AL, Memphis 
1, Tenn. 
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eg Sell and Profit with New Decorative 

ne LY T t F Wall Paneling -- \t's DIFFERENT! 

yr. Me UA, , ei PLYTEX is the NEW decorative plywood that is 

of J { thi i} wire brushed to accentuate the hard grain in a 

he bold relief pattern. Finishes attractively in clear 

ed lacquer, stains, and in solid or two-tone colors. 

or Available in '/4''—4'x8', Interior and Exterior. 

7 Advertising aids available to create sales and build 

oa profits. Write for FREE sample and prices, TODAY. PLYTEX is a “different” wall paneling. 

te, 

or AETNA PLYWOOD G& VENEER COMPANY 
at 1732 N. Elston Avenue —ARmitage 6-7100 — Chicago 22, Ill. 
Dp. NAPA AUER ETE AMAL Branch Warehouses: Grand Rapids, Michigan; Indianapolis, Indiana; Rockford, Illinois. 

1m Sales Offices: Detroit, Milwaukee, Minneapolis, Richmond 26, Va.; Marion and West Lafayette, Ind.; Springfield, Il. 
ad, _— 
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* | TWIN HARBORS LUMBER COMPANY 


Aberdeen, Washington 


Manufacturers and Distributors of all 


WEST COAST WOODS AND SHINGLES 











SINCE | Manufacturers of Highest 
1895 Quality Forest Products 


S &  % oh) LNeLsiuMBER company 


IDAHO WHITE PINE « PONDEROSA PINE 
ENGELMANN SPRUCE * LARCH * DOUGLAS FIR 








aa MILLS: Libby, Montana and Klickitat, Washington 


‘jal SALES OFFICES: Minneapolis, Minnesota; Chicage, \- 
che Illinois; New York City, N.Y. 


a PONDEROSA PINE 


oa maor max - High Altitude, Soft Textured Growth 
Ry 











Manufacturer and Distributor 


PAUL BUNYAN LUMBER CO. 


SUSANVILLE CALIFORNIA 
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NAMES IN THE NEWS 








PERSPECTIVE SKETCH of the new plant of Rockwell Manufacturing Company, 


at Tupelo, Miss. 


Rockwell Expands Southward 


Construction of the Rockwell Man- 
ufacturing Company plant, shown 
above, was started in March and is 
scheduled for completion by Septem- 
ber. It is a one-story building and 
covers 150,000 sq. ft. The company, 
whose headquarters are in Pittsburgh, 
Pa., builds a wide variety of products 


including valves, gas meters and reg- 
ulators, water meters, taxi meters, 
fare registers, cash registers and 
power tools. Some of these products 
will be fabricated in the new plant, 
but it will be used as a southern 
service depot for many of the other 
products. 








MODERN LINES AND MATERIALS will make the new Georgia-Pacific Ply- 
wood Company office building, one of the most attractive and efficient in the 


Pacific Northwest. 


Georgia-Pacific Erects Plywood Office Building in Olympia 


Georgia-Pacific Plywood Company 
is erecting a two-story general office 
building at Olympia, Wash., to house 
its Western division manufacturing, 
accounting and sales offices and its 
national plywood sales office. Con- 
struction of the building, located on 
North Capitol Way near two of the 
company’s plywood plants, was 
started in July, and is scheduled to be 
completed late this fall. 

It is being constructed almost en- 
tirely from materials the company 
manufactures in the Pacific North- 
west, both for decorative as well as 
purely functional purposes. 

Douglas fir plywood is being used 
for floor sheathing, sub floors, roof 
decking and in a host of other places. 
The ceiling will be covered with 
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Douglas fir plywood as a base for 
acoustic tile. 

An interesting and novel construc- 
tion will be used on the exterior walls 
where Georgia-Pacific’s new plastic- 
faced plywood, GPX, will be featured. 
Exterior walls will be sheathed with 
Douglas fir plywood as a base for %- 
inch GPX brown paint grade plywood, 
which will be applied in various pat- 
terns, such as lap siding, flush panel 
and scarfed panels placed vertically, 
and a variety of interesting designs. 
Such other company materials as 
birch plywood, GPX—a plastic-sur- 
faced plywood—Honduras mahogany 
plywood, knotty pine plywood, Philip- 
pine mahogany plywood, and many 
more, are being used for office panel- 


‘ing, doors and other interior pur- 


poses. 


September 





Selck Begins National Drive 

Selck’s “Floor Show,” a country. 
wide sales campaign for wholesale 
distributors’ salesmen, has been jn- 
augurated by Walter E. Selck & Com- 
pany, Chicago, makers of sink frame 
systems. The purpose of the event, 
which begins October 1 and continues 
through January 31, 1952, is to fur- 
nish sales aids in the form of ideas, 
product information and_ selling 
angles to these salesmen with many 
prizes as an incentive to do a top- 
notch, product-information and _ sell- 
ing job. 

Selck’s distributors’ salesmen may 
enter the contest by registering with 
their own wholesale organizations, and 
will receive points for all sales of 
Selck line products and these points 
will be redeemed for merchandise 
prizes at any time during the cam- 
paign, according to the points accu- 
mulated. Every contestant (about 
2500 distributors’ salesmen are eligible 
to enter) will be a prize winner and 
will have his choice of more than 1400 
items from the prize catalog of Ross 
Coles & Company, specialists in in- 
centive campaigns. 

Walter E. Selck, president of the 
firm, reports that the 4 “acts” of the 
Floor Show on which the salesmen 
will be asked to perform are: ACT I 
“Bring the Customer a .New Idea,” 
ACT II “Observe and Suggest,” ACT 
III “Have the Right Answer,” and 
ACT IV “Know the Mechanic.” 

The campaign program has been 
planned and will be carried out by 
Harry Gousha of Ross Coles & Com- 
pany, Frank Williams, advertising & 
sales promotion manager of Selck and 
Selck’s Advertising agency, Marvin 
E. Tench. 


Aluminum Window Screens 


Not Restricted by NPA-M-4a 


Contrary to fairly widespread be- 
lief, aluminum window. screens are 
not affected by the most recent NPA 
order governing the use of metals in 
current and fourth quarter construc- 
tion. Aluminum screens are classed 
as a B product under the new NPA- 
M-4a, which means that they may 
be used without certification or re- 
striction of any kind. 

According to Morris Levin, sales 
manager of Rudiger-Lang Co., Ber- 
keley, Calif., and Toccoa, Ga., some 
contractors have the impression that 
screens are included with class A 
aluminum products, and subject to 
tight control. “Actually Tension-tite 
aluminum screens for double-hung 
wood windows are available without 
any red tape at all, and immediate 
delivery can be obtained through local 
dealers,” Mr. Levin said. 


Warning! 

Kirby Lumber Corporation, Hous- 
ton, Tex., wishes it known that an 
elderly gentleman who is traveling 
through the middle west and eastern 
sections of the country, is maliciously 
representing himself as being asso- 
ciated with the Kirby Lumber Cor- 
poration. He uses many different 
names, and in some places claims to 
be in charge of the firm’s mahogany 
operations in Mexico, or the long leaf 
operations in Florida. The man has 
succeeded in getting several of the 
company’s friends to cash small per- 
sonal checks. 
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For All Your Future 


LUMBER NEEDS — 
LIGHTSEY QUALITY 


Band Sawn 

North Carolina Pine 
Southern Hardwoods 
and 

Cypress 


End-Matched 
PINE — OAK — MAPLE — GUM 
FLOORING 


Members: 





Send your inquiries and orders to 
Lightsey Brothers 


Modern Moore Kilns 
Planing Mill Facilities 
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ONE OF THE OUTSTANDING 


SOUTH CAROLINA 
OPERATIONS OF THE SOUTH 
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Logged in 1936-1937 


HARDWOODS e WHITE PINE @ HEMLOCK 


Our sustained yield forest management policy for 
the past forty-two years is providing for current 
needs of today and future demands of tomorrow. 


DEFEND YOUR TRADE 


with 
MENOMINEE INDIAN MILLS 


Neopit, Wisconsin 


Air-dried QUALITY LUMBER Kiln-dried 








to Satisfaction 








STRAIGHT CARS 
MIXED CARS 


including 
lumber, plywood, doors 





DOUGLAS FIR 
WEST COAST HEMLOCK 


Prompt GS Dependable 
Shipment Values 
mo THE GRiswo_p LUMBER Go. , 


Vanufacturers and Wholesale Distributors 


FAILING BUILDING PORTLAND 4, OREGON 
Telephone ATWATER 8319 


AFFILIATED Carlton Manufacturing Co. L. H. L. Lumber Corp. 
CARLTON, OREGON CARLTON, OREGON 
MILL INTERESTS 











1S Million Feet Annval Cut 45 Million Feet Annual Cur 
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outlet for the Connor organization. 





THE CONNOR HARDWOOD PRODUCTS COMPANY, new Chicago distributing 


Connor Lumber Acquires Chicago Hardwood Yard 


The Connor organization recently 
purchased the business of McPar- 
land Hardwood Lumber Co., and Mc- 
Parland-Scanlon Lumber Co., 2558 S. 
Damen Ave., Chicago, Ill. This new 
locatjon is being used as a distribut- 
ing yard for products of The Connor 
Lumber and Land Co., Marshfield, 
Wis., well-known manufacturer of the 
popular “Laytite” packaged flooring. 
Other products of the Connor firm 
include Northern hardwood lumber, 
maple, oak and birch flooring, and 
hardwood plywood produced in the 
company’s Wausau, Wis., plant. 
Southern and Appalachian hardwoods 
will also be handled from this loca- 
tion, as well as direct shipments from 
the mills. 

The Connor family has been pro- 
ducing Northern lumber and lumber 
products for 80 years, and still has 
enough lumber behind its mills to 
continue operations for many years 
to come. 

Connor maple, birch and »%ak floor- 
ing will be sold to retail lumber yard 
outlets in LCL lots from the Chicago 
warehouse and carload shipments di- 
rect from the mills. Other products, 
such as hardwood lumber, plywood 


P. F. (Fred) 
Taylor 





(hardwood) will be sold through lum- 
ber yards and the woodworking in- 
dustry as a whole. The Chicago office 
is also headquarters in that area for 
the sales of Underwood Division of 
Connor Lumber and Land Co., Wau- 
sau, Wis. on hardwood plywood and 
veneers custom made. 

P. F. (Fred) Taylor who has been 
with the Connor interests for 25 
years, is manager of the Chicago out- 
let which is known as Connor Hard- 
wood Products Company, Inc. Con- 
tact Mr. Taylor for further informa- 
tion. Phone Virginia 7-6855 or 7-6856. 
Address mail inquiries to The Connor 
Hardwood Products Company, 2558 
S. Damen Ave., Chicago 8, IIl. 





Canadian Allis-Chalmers 
Purchases St. Thomas Works 


Purchase of the St. Thomas, On- 
tario, Works of Allis-Chalmers Rume- 
ly, Ltd., by Canadian Allis-Chalmers 
(1951), Ltd., was announced by Mark 
C. Lowe, president of the latter firm, 
of Lachine, Quebec. The St. Thomas 
Works was built in 1948. The plant 
was purchased by Allis-Chalmers 
Rumely from Erie Iron Works in 
September, 1950. Lowe’s firm em- 
ploys approximately 600 persons. It 
operates a plant at Lachine which 
produces hydraulic turbines, centrif- 
ugal pumps, Texrope drives, min- 
ing machinery and equipment for the 
paper industry. Both Canadian Allis- 
Chalmers (1951) and Allis-Chalmers 
Rumely are subsidiary firms of Allis- 
Chalmers Manufacturing Company, 
Milwaukee, Wis. 

In announcing the purchase, Lowe 
said, “This transfer of the St. 
Thomas Works fits in with the cor- 
porate structure of Allis-Chalmers. 
Allis-Chalmers Rumely is primarily a 
tractor and farm implement sales or- 
ganization for tractor division prod- 
ucts. St. Thomas Works manufac- 
tures products of the general machin- 
ery division and Canadian Allis- 
Chalmers (1951) at Lachine is en- 
gaged in the manufacture of certain 
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other general machinery products. It 
will be advantageous to have all Can- 
adian manufacturing operations of 
general machinery division under one 
management.” 


Steelcraft Acquires Stefco 
Steel's Building Division 


Acquisition of the Steel Building 
Division of the Stefco Steel Company, 
Michigan City, Ind., by The Steel- 
craft Manufacturing Company, Ross- 
moyne, Ohio, was recently announced 
by Al Levinson, president of Steel- 
craft, and his two sons, Charles and 
Robert, who are associated with their 
father in the business. The division 
of Stefco will be moved to Ross- 
moyne, where continuance of the 
manufacture of these steel buildings 
will be carried on under the name 
Stefco. 

Mr. Levinson explained that Stefco 
has been in the steel buildings busi- 
ness since 1931 on a national basis. 
The Stefco product is similar to Steel- 
craft’s in appearance except that 
Stefco’s is made in panels and sec- 
tions, and Steelcraft’s is shipped 
knocked down in smaller units. The 
Stefco basic design also differs from 
Steelcraft’s and offers a wider range 
of buildings. Mr. Levinson said that 


Septembe 





a new company would be formed, and 
that Stefco buildings would be pro- 
duced and sold under this name jn 
addition to the regular Steelcraft 
line, with offices and plant in Rogs- 
moyne. 


Protective Papers, Inc. 
to Open West Coast Mill 


Roy Anderson, president of Protec. 
tive Papers, Inc., Union, IIl., has an- 
nounced plans for the opening of a 
new mill to serve the west coast and 
adjoining states. The plant will be 
located in Hollister, Calif. and op- 
eration is expected to begin about. 
October 15. 

The growing demand for Leather- 
back products throughout the country 
has necessitated establishment of this 
new plant. The complete Leatherback 
line of building papers and related 
products will be produced by the new 
mill. Included in the line will be 
Leatherback All-Purpose Building 
Paper and Leatherback Reflective In- 
sulation; other products will be vapor 
barrier papers, felt papers of all 
types, and subgrade papers. 

According to President Anderson, 
growth of the company has been ex- 
tremely fast since its beginning in 
1947. Success of the company has 
been due to basic manufacturing 
methods that produce better quality 
at lower cost. All Leatherback prod- 
ucts, reports Mr. Anderson, are en- 
gineered to provide required charac- 
teristics, using materials and manu- 
facturing methods that will result in 
a better finished product that can be 
sold at lower costs. 


New Victoria Plywood Plant 


British Columbia Forest Products, 
Ltd., recently announced commence- 
ment of construction of a plywood 
plant on the site adjacent to their 
Victoria sawmill. The plant, which 
will cost about 2 million dollars, is 
expected to produce about 40 million 
square feet, %” basis, of plywood per 
year, a figure which represents one- 
seventh of the total 1950 production 
in the Province; and will provide ad- 
ditional employment for approxi- 
mately 225 persons. Company officials 
expect it to be in production within a 
year. 

The new plant will be equipped 
with the most modern and efficient 
machinery with maximum utilization 
of waste as an important objective. 
In this connection the Company 1s in- 
stalling a chipper to convert into 
wood chips for pulp making all suit- 
able waste material produced in the 
plywood plant. 

The company announces also that 
it is constructing at its Victoria saw- 
mill, at a cost of about $300,000, a 
whole log barker which will remove 
the bark from all except the very 
largest logs entering its sawmill. The 
primary objective is to eliminate bark 
from all wood waste so as to make 
the latter suitable for conversion into 
‘pulp mill chips. It will also increase 
the volume of lumber produced from 
the log and, by promoting cleanliness 
in the mill, will reduce accident haz- 
ards. The log barker will be con- 
structed to take logs up to a maxl- 
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) Dealers—it will pay you to investigate the top quality 
7 LA lumber products and service offered by W. T. Fergu- 
ny son Lbr. Co. You can’t beat Ferguson for value. 


VA 


HUTS Call, Wire or Write Ferguson today for your lumber 
eV. ad Aneeds. 


W. T. FERGUSON Lumeer co. 


St. Louis, Missouri Phone — Chestnut 8646 












Sanan SCREEN CLOTH 


*Registered Trade-mark 





! Nationally advertised 
gTpROOF: Lumite—the ideal screen 
oF ' cloth for every exterior use 
: —is distributed through 
PRO 1s 
sTAIN 


hardware, woodwork and 







IN MIXED CARS WITH 
KILN DRIED—YELLOW PINE 


Finish, Boards, Dimension, 


building supply wholesalers. 
Ceiling, Siding 


DURABLE! Order now! Write for FREE 


sample and information. 


LUMITE DIVISION 


CHICOPEE MFG. CORP. OF GEORGIA 
40 WORTH STREET, NEW YORK 13, N. Y. 


Dependable Quatity 


C.. 








ALABAMA 














-L. A. Lb. 


Lumber Corp., Carlton, Ore. 
Manufacturers 


Douglas Fir 





A Sustained Yield Operation 


E. J. Linke, Pres. Guy Haynes, V. P. 


Graham Griswold, Secy. & Treas. OAK e BEECH 
ASH + PECAN 


In straight or mixed cars with air 
dried Yellow Pine Boards and Dimen- 
sion. Excellent manufacture, ond 
service. 


For prompt attention on your needs 
phone or write 











Miller & Company, Inc, 


Hardwood & Yellow Pine Lumber 
SELMA, ALA. and JACKSON, TENN. 


» LO 9910 Ph 


Substantial divided 
23761 
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mum diameter of 48” and length of 
70’. Its action will be hydraulic, using 
1200 gallons of salt water per minute 
at a pressure of 1500 pounds per 
square inch. The pump required for 
this purpose will be constructed en- 
tirely of stainless steel to avoid cor- 
rosion by salt water. Bark removed 
from the logs will be used as fuel 
in the company’s power plant. 


Moto-Truc Expands 


The Moto-Truc Co., Cleveland, 
Ohio, which was founded in 1936, is 
greatly enlarging its production and 
plant facilities by the increase of 
about 40% in building footage. The 
addition to the present factory at 
1953 E. 59th St., will be completed 
in the near future. New loading and 
unloading docks will greatly facilitate 
the increased flow of production 
needed to break down the large back- 
log of unfilled orders. A large en- 
closed parking lot for plant person- 
nel and visitors has recently been ac- 
quired adjacent to the plant. The com- 
pany manufactures a complete line of 
motorized, battery-operated Walkie 
type trucks. 


New Sawmill for Glacier 
Lumber Co. Ltd. 


Glacier Lumber Co. Ltd. is building 
a new sawmill in Fairview district 
near Nelson, B. C. The project will 
cost about half a million dollars, 
according to W. M. Leuthold, presi- 
dent. 

Machinery has already been ordered 
for the new sawmill, which will have 
an estimated capacity of 25,000,000 
feet board measure a year, compared 
to 13,500,000 fbm. of the present mill. 
The project will see installation of 
two additional dry kilns, doubling the 
present capacity, and a new high- 
speed planing mill. 

An outstanding feature will be in- 
stallation of a sprinkler system for 
fire protection, which alone will cost 
at least $50,000. 


FHA Okays Flooring Method 


The National Oak Flooring Manu- 
facturers’ Association reports the ap- 
proval by FHA of a new and simple 
method for economical installation 
of strip hardwood flooring over con- 
crete slabs in home construction fi- 
nanced with FHA guaranteed mort- 
gages. It was pioneered in the South 
and Southwest, eliminates wood sub- 
flooring, and involves installation of 
tongued and grooved strip hardwood 
flooring to sleepers imbedded in mas- 
tic on top of the concrete slab. For 
information about the approved regu- 
lations, write National Oak Floor- 
ing Manufacturers’ Association, 814 
Sterick Bldg., Memphis 3, Tenn. 


National Hardware Show 
Grand Central Palace, Oct. 8 


Hundreds of new products will be 
shown to the trade for the first time 
at the National Hardware Show, when 
it opens its doors at the Grand Cen- 
tral Palace on October 8 for a five- 
day run. 

Over 650 exhibitors will also take 
advantage of the show to present new 
merchandising plans and package 
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Summer Outing for Employes of Midland Building Industries 


Midland Build- 
ing Industries, 
Inc., wholesalers 
of lumber, sash, 
doors, and build- 
ing specialties, 
held its seventh 
annual picnic for 
employes’ and 
families on Au- 
gust 18 at the 
Riverside Amuse- 
ment Park in In- 
dianapolis, Ind. 
There were 856 
in attendance. 

Every woman 
guest received 
the gift of a 
French Fryer 
from the com- 
pany, such a 
presentation being an annual event. 
Square and conventional dancing and 
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free use of the concession rides were 
highlights of the entertainment. 





presentations. Great stress has been 
placed on packaging according to a 
survey made among the show ex- 
hibitors. This survey also notes that 
many new merchandising plans have 
been created by the exhibitors. 


Goldblatt Tool Exhibit 
October 8-12 


The Goldblatt Tool Company, Kan- 
sis City, Mo., will have an exhibit 
of masonry tools at The National 
Hardware Show in New York City, 
October 8 to 12.: The exhibit, which 
will display a complete line of hand 
tools and equipment for the masonry 
trades, will be located in Booth No. 
554 at Grand Central Palace. Since 
many of the items being shown are 
exclusive with the company, this booth 
will be of particular interest to hard- 
ware, building supply and lumber 
dealers. 


Lumite Exhibit Scheduled for 
Hardware Show 


Lumite woven saran screening will 
be exhibited at the National Hardware 
Show, to be held at the Grand Central 
Palace in New York City during the 
week of October 8-12, James W. 
Veeder, advertising manager of the 
Lumite Division of the Chicopee 
Manufacturing Corporation, an- 
nounced. The display will comprise 
an “animated” booth, where a “thump- 
er” metal ball device will demonstrate 
the high impact strength of the 
Lumite screen under continuous pound- 
ing. “Our exhibit will demonstrate 
the unusual strength of the Lumite 
screening,’ Mr. Veeder stated. “It 
will also point up the fact that 
Lumite screening does not stain, cor- 
rode, or bulge, and needs no protec- 
tive painting.” 


Correction 


J. €. Turner Lumber Company, 
Irvington, N. Y., was mentioned in 
the issue of July 28 as operating a 
retail and wholesale lumber business. 
The firm has conducted a wholesale 
distributing yard at Irvington for 56 
years and does not do a retail busi- 
ness. 


COMPANIES ANNOUNCE 


Michael Flynn Manufacturing Co., 
Philadelphia, has announced the ap- 
pointment of Pacific Iron & Steel 
Co., 1163 S. Alameda St., Los An- 
geles, as distributor for Lupton Steel 
and Aluminum Windows in southern 
California. The new distributor will 
handle the complete Lupton line, in- 
cluding residential casements, com- 
mercial, industrial and _ institutional 
windows. Other Lupton Window dis- 
tributors in the southwest are lo- 
cated in Phoenix, Albuquerque, Ros- 
well, Santa Fe, El Paso, Odessa, Salt 
Lake City, Oakland, and Stockton. 

The Malta Manufacturing Com- 
pany, Malta, Ohio, manufacturers of 
wood window frames, has named 
Vern E. Gessner to the newly created 
post of sales representative in charge 
of jobber relations. Mr. Gessner will 
work with jobbers in Ohio, Indiana, 
Michigan, Pennsylvania, Kentucky 
and Illinois, in the promotion and 
selling of Malta window frames. He 
also plans to establish and conduct 
sales training and orientation pro- 
grams for jobber sales personnel to 
acquaint them with the features of 
Malta frames. This program will in- 
clude visits to the firm’s plant in 
Malta, Ohio, and the establishment of 
sales classes which will cover the 
manufacturing of Malta frames and 
demonstrate their uses in the building 
industry. Mr. Gessner has been in the 
lumber business since 1940, and prior 
to joining The Malta Manufacturing 
Company, represented The Celotex 
Corporation in the Columbus area. 


R. N. Ballow, until recently director 
of the Gulf States Region of The 
Sherwin-Williams Co., is now in 
charge of department stores sales in 
the South. Mr. Ballow started with 
Sherwin-Williams 41 years ago as a 
sales correspondent in Newark, N. J. 
Later he traveled a sales territory 
in Southern Georgia, became sales 
manager of the Savannah division, 
where he made such an outstanding 
record that he was promoted to dis- 
trict manager of the Texas district in 
1917. Under his leadership during the 
past 34 years, the present Gulf States 
Region rose to second place in sales 
volume in the regional standings of 
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KIRBY | 


Lumber Corporation 


@ Yellow Pine 
@ Southern Hardwoods 


"A Wood for Every Purpose” 
KIRBY BUILDING HOUSTON, TEXAS 








"Is it as Good as Kirby's?” 




















SAWHORSE BRACKETS 


SET UP OR TAKE DOWN 
WITHOUT NAILS OR BOLTS 


2” x 4” FOR LEGS 






Timesaver for anyone in the building trades 
EACH PACKAGE A COLORFUL COUNTER DISPLAY 


Nationally advertised to building 
trades workmen. Order from your 
distributor, or direct, if he cannot 
supply you. 


GRAND HAVEN STAMPED PRODUCTS CO. 
GRAND HAVEN, MICH. 




















TO 
INDUSTRIALS 
DEFENSE PROJECTS 
RETAIL LUMBER YARDS 





‘WHOLESALE 
SERVICE 


“tn the Heart of 
The Deep South” 





An Experienced Lumber Service 
That Knows the Producer's Prob- 
lems and the Buyer's Needs. 
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TANNEWITZ otc: 


for Swing Saws 


S AV a S $30 to $50 A MONTH 
IN LUMBER AND LABOR 
30 Days Free Trial 


ORDER NOW OR SEND FOR 
CIRCULAR 


TANNEWITZ WORKS 


GRAND RAPIDS 





BuILDING Propucts MERCHANDISER 








It is the kind of flooring that 
will build repeat business for 


you with carpenters and con- 
tractors. Well manufactured, 
precisely graded in accord- 
ance with NOFMA grading 
rules, carefully bundled. 





Prompt shipment of most 
sizes and grades. 


Send us your inquiries. 


THE OZARK OAK FLOORING CO. 
MISSOURT 
Pine and Hardwood Lumber 
and Hardwood Flooring 
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Tree Farmers _ 


A TIME-TESTED 
SOURCE OF SUPPLY— 


Since 1898 Urania has been delivering 
more than usual satisfaction to custom- 
ers. As a pioneer in scientific reforesta- 
tion, always Urania has been looking 
ahead to permanence of operation— 
and lasting customer satisfaction. 
Urania is an organization you can de- 
pend on to ship you well-manufactured, 
properly seasoned and _ accurately 
graded lumber. 








Put your lumber needs up to Urania 
— the time-tested source of supply. 


Urania Lumber Co. 


Urania, Louisiana 


Members 
$.P.A. — $.P.1.B. — $.H.P.1. 
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the company’s eight sales districts. 
Mr. Ballow’s headquarters remain in 
Dallas, Tex. 


The Lowe Brothers Company, paint 
and varnish makers, Dayton, Ohio, re- 
cently announced promotions for two 
sales staff members. Murphy L. Fon- 
tenot, Southern district salesman, was 
elevated to the position of Southern 
district sales manager with headquar- 
ters in Atlanta, Ga. He will correlate 
sales supervision and dealer sales of 
trade sales products in the Southern 
states area. Expanded sales activi- 
ties and service in the Southwest dis- 
trict led to the appointment of P. M. 
Hutchison, formerly Rocky Mountain 
division manager, as special represen- 
tative in the state of Texas. Mr. 
Hutchison is working with trade 
salesmen in the area in the develop- 
ment of new and established dealer 
agents, with headquarters in Fort 
Worth, Tex. 


Robert B. Alexander was recently 
appointed assistant manager of 
Youngstown Kitchens dealer sales to 
assist J. W. Purvis. Alexander joined 
Mullins’ advertising and sales promo- 
tion department in 1946 where he 
handled exhibits and displays and 
headed the inquiry department. Since 
1949 he has been assistant to sales 
management. 


George R. Brockway has been ap- 
pointed vice-president in charge of 
sales and advertising and Harvey M. 
Rasmussen sales manager of The 
Rapids-Standard Company, Inc., of 


Grand Rapids, Mich. Mr. Brockway 
formerly held the post of vice-presi- 
dent and sales manager, while Mr. 
Rasmussen was assistant sales man- 
ager of the material handling equip- 
ment firm. Mr. Brockway was en- 
gaged in sales work for 13 years with 


national insurance, petroleum, and 
food distributing companies prior to 
joining Rapids-Standard in 1943 as 
representative in Indiana. The. fol- 
lowing year he was named midwest- 
ern regional manager. Mr. Rasmus- 
sen, who joined Rapids-Standard in 
1939 as a salesman, was instrumental 
in the early sales development of the 
Central Region. In 1944 he founded 
the Rapids Handling Equipment Com- 
pany of Grand Rapids, a distributor 
for Rapistan conveyors, industrial 
casters, and trucks. In 1949 he re- 
joined Rapids-Standard as_ central 
regional manager, was advanced to 
assistant sales manager in 1950. 


Inland Steel Products Company, 
Milwaukee, manufacturer of steel 
building products and consumer spe- 
cialties, recently announced a con- 
solidation of sales divisions and cer- 
tain new managerial appointments 
aimed at increasing administrative 
effectiveness and reducing the num- 
ber of Inland’s sales divisions from 
six to four. The former heating and 
ventilating products and sheets and 
roofing products sales divisions were 
consolidated into the new sheet metal 
products sales division. The former 
metal trim products and metal lath 
products sales divisions were united 
under the name of the latter. E. J. 
Cullen, former manager of the sheets 
and roofing products sales division, 
was named to head the new sheet 
metal products sales division. G. H. 
Schneider became assistant sales man- 
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ager of the new division. D. L. Rossi- 
ter, former manager of the company’s 
Cleveland plant, was appointed man- 
ager of the new metal lath products 
sales division. A. T. Krueger and W. 
G. Baum were named assistant man- 
agers. 

B. B. Barker, former manager of 
the Chicago Branch warehouse, was 
appointed manager of the consumer 
products sales division in Milwaukee. 
M. P. Komar, formerly of the Mil- 
waukee firm’s parent company, In- 
land Steel Company, was named man- 
ager of the Chicago branch. The new 
manager of the Cleveland plant, G. 
F. Gruenert, was formerly the man- 
ager of the Rochester, N. Y. branch. 
Arthur F. Pope, formerly of the Mil- 
waukee sales district, was named to 
replace Gruenert as manager of the 
newly combined Rochester - Buffalo 
branch operations at Buffalo, N. Y. 


United States Plywood Corporation 
recently announced the appointment 
of three new branch managers. J. T. 
Arens, formerly Baltimore manager, 
was made head of the Philadelphia 
branch. H. S. Richards, formerly 
Washington manager, was selected as 
manager of the Baltimore branch 
while C. B. Blackburn, formerly of the 
Philadelphia office, was given charge 
of the Washington branch. 


OBITUARIES 


R. P. “BOB” 
RICHA RD- 
SON, 62, resi- 
dent manager of 
the C. D. John- 
son Lumber Cor- 
poration’s Toledo 
operation, was 
fatally stricken 
during funeral 
services held 
August 28 for 
Dean _ Johnson, 
president, and Ernest E. Johnson, 
vice-president. Mr. Richardson, pall- 
bearer for the Dean Johnson service, 
collapsed of a heart attack as the 
funeral cortege moved from Trinity 
Episcopal church. He was pronounced 
dead on arrival at Good Samaritan 
hospital. 

The Johnson brothers, heads of one 
of the largest lumber manufacturing 
operations in the Pacific Northwest, 
were killed August 24 near Oakland, 
Calif., in a plane crash which carried 
50 persons to their deaths. 

Mr. Richardson entered the lumber- 
ing business in 1906 in Michigan, but 
left shortly thereafter for the Pa- 
cific Coast. Prior to joining the C. D. 
Johnson Corporation in 1925 to re- 
place Dean Johnson as local manager, 
Mr. Richardson was employed at Na- 
tional Lumber & Manufacturing Com- 
pany, Hoquiam, Wash. He was widely 
known throughout the lumber in- 
dustry in the Pacific Northwest as a 
production “wizard.” During World 
War 1 Richardson was Dean John- 
son’s captain in the 20th Engineers, 
serving in France. He was a former 
director and vice-president of two 
Oregon banks, the National Security 
Bank of Toledo and the First State 
Bank of Waldport. 


MAURICE E. SHURTLEFF, 59, 
died August 16 at his summer home 
at Wausaukee, Wis. He had been 





president for more than 30 years of — 


the Shurtleff & Co., lumber firm jin 
Elgin, Ill. 





THE HOME OF FRIENDLY 
SERVICE 


(continued from page 32) 





“In selling the farmer or 
rural resident on building or re- 
modelling, it is necessary to sell 
him a specific idea first,” says 
Mr. Peter, “such as finishing a 
basement for recreation; then 
the prospect is briefed with our 
literature, told of installations 
which he can visit and inspect; 
and finally when he comes to 
our store, he is shown the dif- 
ferent materials and supplies 
needed for the job. 

“The same procedure can be 
used over again in promoting 
other work, and thus we gain a 
valuable contact which enables 
us to supply customers with all 
the lumber and building ma- 
terials required.” 





EVERYTHING UNDER ONE ROOF 


(continued from page 40) 





paper bins. The “colorizer” ad- 
jacent to the paint display can 
produce 1,322 different shades 
of paint. Framed paintings for 
sale are arranged on the top 
shelf of the wallpaper display. 
Other products handled include 
builders’ hardware, carpenters’ 
hand tools and general building 
supplies. 

The 44-foot curved consumer 
counter is fitted with horizon- 
tal dividers for literature. The 
counter is faced with mahog- 
any plywood slanting to the 
floor from the shelf edge. The 
display room is paneled in 
white pine with gray paint 
wiped on and a satin finish ap- 
plied. 

The lumber stock includes 
pine, fir, cypress, redwood, oak 
and marine plywood. A supply 
of creosoted sills and joists are 
also kept on hand to meet con-, 
tractor demands for treated 
lumber. 

W. Wesley Woods is presi- 
dent and W. P. Denman is vice- 
president of the firm which 
serves a trading area of about 
45,000 people. Robert P. Kerr 
is secretary-treasurer. 
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